














_ — 
When you finish reading this issue 
this notice, hand same to , andit wi 
placed in the hands of our or sailors at the front. 
NO WRAPPING —— NO ADDRESS 
A. S. Burleson, Postmaster-General, U. S. A. 






— 
. place a one 
em 









aMea 
aed 


an 
} 


HARE 
aS 


AAG 











VOL. 75. No. 5. CHICAGO, FEBRUARY 2, 1018. $2.00 Per Year. 

















SH LT 
It 














NTNU 


n Hy TUE aT UIST ! 
SOUT UUW Uh TT TT NTR 

















Maintaining their good reputation 
by present day actual performance 
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They are sure and easy sellers. They are widely known and demanded by 
dealers and users of good files everywhere. 


The Reasons are simple but sound 


A manufacturing experience extending over 50 years is the guarantee of _ satisfaction. 
HELLER BROTHERS CELEBRATED AMERICAN FILES AND RASPS are made from our own cru- 
cible cast steel. They are manufactured by machines of our own patented construction. Each and every 
file and rasp is put through a special tempering process. The cutting and wearing qualities of 
HELLER BROTHERS CELEBRATED FILES AND RASPS are the very best obtainable 

Merit alone sells them at a good profit for yourself. 
Have you an adequate supply of HELLER HORSE RASPS on hand to meet the demand in your 


territory? If not, order some today and be sure of having favorites in stock. 


WRITE TODAY FOR OUR CATALOG GIVING FULL PARTICULARS 
IT SHOULD BE IN YOUR HANDS NOW 


HELLER BROTHERS COMPANY 


ESTABLISHED 1836 NEWARK, N. J. INCORPORATED 1899 
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DIV. OF AMERICAN STOVE CO. 
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Dealer the most attractive Furnace Proposition 
on the market today. 


The JRBONTRANE Steel Furnace is minimum trouble, because it gives con- 
simply and strongly built of tight- sumers the maximum service and satis- 
riveted steel; is easily cleaned; stays in faction. But besides furnishing an oe 
order; is durable and fool-proof. It A-l Furnace. 

gives dealers the eee profit and 























by furnishing them Fe: ys window and 
counter cards, with ‘‘pep”’ and “‘punch”’ in them, 
calling attention to the FRONT RANK Steel Furnace. 


Wezgive them store signs, that stir up trade. We furnish 
them cuts for their local news-paper advertising. Wegivethemallkinds 
of “‘dealer helps,”’ and above all, we are spending thousands of dollars in 
a National Advertising Campaign that will make the name of the 


Steel Furnace a household term from sea to sea. 


Don’t you want to joia tho FRONT RANE 


Club? Write us for particulars. 


irons rams a Haynes - Langenberg 


Manufacturing Co. 


< 4058 Forest Park Blvd. 
St. Louis, Mo. 
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INFORMATION of the highest importance to retail 
hardware dealers is brought out at the various conven 
tions which are held during this season 
of the difficult to 
estimate in terms of actual money-value 


Convention 
Reports Are 
Instructive. 


year. It would be 

the practical suggestions and experience 
which freely are placed at the disposal of the readers 
of AMmerricAN ArTISAN AND HARDWARE’ REcOoRD 
through the reports of the conventions of Retail Hard- 
ware Associations which are published in its columns. 
The results of experiments in merchandising and the 
successful profit-making plans which are disclosed in 
these reports deserve the closest attention. The alert 
hardware retailer who is ever on the watch for new 
ideas for the improvement of his business will ponder 
the accounts of the conventions and study the various 
speeches—a task which will amply repay him for the 
time expended in its performance. 








AN ENLIGHTENED conservatism is the ruling char- 
acteristic of the financial and industrial situation. In 
spite of the enormous expenditures for 
Finances ‘Military purposes and the changes cre- 
Are Sound ated in the many so-called non-essential 
industries, the country is doing a lucra 
tive business. Generally speaking, there has been no 
yielding to the temptation to over-extend or to take 
too much for granted in a commercial way. [rom 
all quarters comes the word that merchants are not 
carrying excessive stocks and that, in numerous in 
stances, the demand from private consumers is cre- 
ating more frequent turn-over than in normal times. 
Because of priority of government requirements and 
shortage of finished products in many lines there is 
much hand-to-mouth buying. As a rule, however, 11 
may be said that the merchants are buying more care 
Standardized, well advertised com 
the market 
against the competition of unbranded articles. As a 
consequence of the prevailing high wages in industrial 
centers and of the big prices which farmers receive 
for their products, the people are purchasing a better 
grade of goods in all lines. Naturally this has a favor- 
able influence upon the maintenance of quality and 
The war activities of 


fully than ever. 
modities continue to hold their own in 


standardization of materials. 
the Government are bringing about a further expan- 
sion of deposits and loans in the banks. The success- 
ful efforts of the War Savings Committee to reach the 
surplus funds of the wage earner and small investor 
show that the Thrift and War Savings Stamps have 


met with popular approval. It is recognized that in 





order to keep our credit structure standing it is neces 
sary that the banks shall exert their influence and lend 
their energies to a more general absorption of gov 
ernment loans by savings and to limitation of private 
credits wherever possible without causing hardships. 
Thanks to the strongly entrenched Federal Reserve 
Banking System the country has been enabled to sup- 
ply the huge sums required in financing the Govern 
ment’s military necessities without any untoward ef 
fect the the 
nation. 


upon general monetary well-being of 


I1ARDWARE dealers who are doubtful as to the advis 
ability of selling automobile accessories may dispel 
their doubts by a glance at current sta- 


Accessory tistics. According to figures compiled 

Business by Alfred R | 
WV. e( eves, gener: anager 

Will Pay. y eeves, general manager oO 


the National Automobile Chamber of 
Commerce, the 350,000 motor trucks in use in the 
United States perform 5,250,000,000 ton miles of serv 
ice yearly, at an average of fifty miles a day with a 
load of only two tons for half the distance. At an 
average cost of twenty cents per ton mile for haulage 
by road in city and country by horse drawn and motor 
vehicles this service is worth more than $1,000,000,000. 
It is evident, therefore, that a great many supplies and 
accessories are necessary to help carry on this great 
service. Hardware dealers can increase their profits to 
a great extent by supplying this tremendous demand. 


VERYTHING which necessitates needless motion 
in the handling of commodities in a store is a waste of 
customers, 


rhe re 


studies his 


time, a discouragement to 
It Pays to 
Have Goods 


Convenient. 


and a slowing down of profits. 


tailer, therefore, who own 
usiness and its equipment, ought to de 
vote some thought to the economical arrangement of 
his stock, not only with a view to the space savings 
which may result, but chiefly in order that the custom 
ers may see what they want and that the clerk may be 
able to get it for them in the shortest possible tin 
To this end, the best known and most popular goods 
should be placed in the most convenient locations 
Very often the difference between constantly grow 

ing success and merely holding one’s own against 
bankruptcy can be traced to some comparatively un 
important matter, such as this one of convenient ar 
rangement of goods with a view to their rapid hand 
ling. In the last analysis, this resolves itself into a 


question of service. Standardized articles, as a rule, 


are sold at standardized prices. The customer knows 
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in advance what he has to pay. Therefore, he will 
naturally gravitate toward the store which puts him 
into possession of the standardized article at the stand- 
ardized price with the least amount of effort on his 
part and the greatest smoothness of service. 

It cannot be too often repeated that, insofar as the 
major portion of present day merchandising is con- 
cerned, competition of prices has little bearing upon 
the conduct of business. The public has been trained 
through advertising to look for and find in the trade- 
marked, advertised product an unvarying excellence 
of material and workmanship. People know that such 
articles have reasonable, fixed prices. They do not 
ask for reductions when buying. Except in non-or- 
ganized, price-cutting neighborhoods where retailers 
have not yet perceived the wisdom of co-operation 
through association, there is no urgent reason why a 
customer should not patronize the nearest store which 
carries the commodity which he wishes to purchase. 
The legitimate contest for customers, therefore, is nar- 
rowed down to competition in service. An important 
essential of this competition is convenient arrangement 


of goods. 








UNCERTAINTY as to the range of price fluctuations 
during the coming year continues to exercise an un- 
due influence upon the buying activities 
of many retail hardware merchants. 
They fear to 
enough ahead into the future. 
tive which prompts them is that there is a possibility 
that acceptable terms of peace may end the European 
conflict at a much earlier date than is currently ex- 
During the tremendous readjustments of in- 


Careful 


Buying. cover requirements far 


The mo- 


pected. 
dustry which will follow the definite cessation of hos- 
tilities, they imagine that a period of disorganization 
verging on financial panic will obtain. They picture 
to themselves an interval of commercial confusion in 
which the people will limit their purchases to the most 
pressing necessities of existence. 

This forecast of conditions is the outcome of an 
extreme pessimism for which there is not a particle of 
warrant in the judgment of men whose business it is 
to study the trend of affairs and to gauge the influ- 
ence thereof upon the production and distribution of 
commodities. Horrible and repulsive as the war has 
been, the nations have learned to co-ordinate their in- 
dustrial resources and to eliminate countless wastes 
of labor and material. The lesson of co-operation has 
been driven home with a force undreamed of in the 
days of peace. Strange though it may seem, they have 
taught themselves to acquire a more positive and ef- 
ficient constructive talent in the very midst of the 
appalling destruction of war. 

The men who return to the paths of commerce from 
the twisting lanes of the trenches will bring with them 
a passion for reconstruction, born of the reactions of 
their experience. In addition, they will have developed 
a discipline of mind and body which will prove in- 
valuable as a factor in the fields of industry. Every 
effort will be made to replace the wastes of war. As 
a consequence, mills, shops, and factories will be more 
intelligently and more effectively operated. An era of 


February 2, 1918. 


prosperity, whose benefits will be more evenly dis- 
tributed, is certain to follow. 

It is most likely that government control will re- 
main in effect long enough to prevent the economic 
disorders which now cloud the unpleasant dreams of 
the prophets of calamity. Its withdrawal will be grad- 
ual and in a ratio proportionate to the re-establish- 
ment of normal conditions. The resumption of peace- 
ful pursuits will be accomplished with no economic 
disturbances which the genius of the American people 
The consensus of opinion is that living 
The purchasing power of 


can forestall. 
costs will go no higher. 
wages will suffer no diminution. 

At the present time, the money of the country is 
largely in the possession of the people. The immense 
loans to our Allies are being spent within the confines 
of our own land. There is every reason for believing 
that the volume of business this year will be of satis- 
factory dimensions. Hence, the retail hardware dealer, 
the sheet metal, and the heating and ventilating busi- 
ness man are justified in basing their estimates for the 
future upon the strongly grounded probability of con- 
tinued prosperity. Any other course is sure to lead 
to regret and self-reproach when it is too late to 
remedy the lack of confidence which inspired it. 

The foregoing considerations should induce the mer- 
chant who has been buying on a hand-to-mouth plan 
to change his method. Instead of yielding to the 
temptation of adding new and untried commodities to 
his stock because of the enticement of special figures, 
he should direct his buying toward staple, well adver- 
tised articles and take pains to have an ample supply 
to meet the demand. Careful attention to store econ- 
omies will help maintain the volume of business. Es- 
sential commodities, backed by the manufacturers’ ad- 
vertising and the dealer's publicity, will keep the store’s 
income up to the mark and save the profits which are 
in danger of being dissipated through the buying of 
inferior, unbranded, non-advertised goods 





WASTEFULNESS has been our national failing. In 
the past it was a common saying that the average 
live in comfort 
the ordinary 


French family could 
upon the values which 
American household throws away at the 
Having a great abund 


Overhead 
Expenses 
end of meals. 
ance, we spent and squandered it with a lavish hand. 
Now, however, we are forced as a nation to practice 
economy and compelled to learn thrift. It is good for 
us that we are under such a necessity. Not only in 
our homes, but in our stores and factories do we need 
to reduce overhead expenses. 

The retail merchant who turns seriously to an ex 
amination of his own methods of doing business will 
find many apparently insignificant overhead expenses. 
He has been content to let them run on and become 
part of his fixed costs because he did not deer them 
worth the effort necessary for their correction. In 
deed, he has often failed to detect or, at least, to class- 
ify minor defects of service and management which 
have crept into use. 

There is good ground for the affirmation that the 
time which a clerk wastes during a lull in the business 
of the day—and which might be employed in many 
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useful ways—is as truly a part of the overhead ex 
penses of the store as rent or taxes. Blunders in sales- 
manship also add to the sum of overhead expenses. 
Dull and unattractive window displays, pcorly worded 
newspaper advertising, and inferior stock which does 
not bring a reasonable number of repeat-orders are all 
contributing factors to the increase of overhead ex 


pen ses. 








NOTES AND SKETCHES. 


BY SIDNEY ARNOLD 


RANDOM 





In all our industrial centers there are societies for 
the promotion of art enjoyment among the people. 
Many of our public schools have adopted the praise 
worthy custom of taking the pupils on visits to mu 
nicipal art institutes so that they may acquire a liking 
for refining influences. Men of wealth give freely of 
their substance for the maintenance of civic art en 
terprises because they recognize the immense human 
values developed through such agencies. We do no 
violence to things zsthetic in saying that commerce 
benefits by the development among a people of love 


for beauty and art and song. 


My friend, Robert Jones, of Ciyde Cutlery Com 
pany, Clyde, Ohio, declares that genius consists in 
adapting means to specific purposes. He says that if 
you want to win in business or any other department 
of life, it would be a good thing to follow the example 
of a littke woman who lives next door to him. He 
heard her saying to her husband: 

“John, | wish you would mend the front door lock.” 

“C-can't,” replied John, quaking like an aspen leaf. 
“I’ve g-got t-the s-shaking ague.”’ 

“Oh, well, then I know the very thing; you can sift 
the ashes.” 


ok ok *k 


A postcard from my friend, Thomas E. Henry, of 
the Henry-Miller Foundry Company of Cleveland, 
Ohio, fills me with regret verging on envy. The regret 
is that I cannot leave blizzard-bound Chicago to revel 
in the perfume-laden air of Southern California ; and 
the envy is envy of my friend's delightful sojourn in 


that land of sunshine and dreams. 


| had the tonic pleasure of shaking hands yesterday 
with Fred M. Ruddell of the Globe Stove and Range 
Company, Kokomo, Indiana. He took the time to 
pay me a friendly visit and left me feeling as cheerful 


as a chipmunk on a sunny day. 


There is probably no member of the Hardware Club 
of Chicago who knows more about horses than my 
friend Allen J. Coleman, manufacturer of hardware 
He has a fund of stories relating to his 
Here is one he told me at luncheon 


specialties, 
equine favorites. 
the other day: 

said the Yankee. “Guess you can’t talk 
I had an old mare, Maizypop, 


“Horses !” 
to me about horses. 
who once licked our best express by a couple of miles 
on a thirty mile run to Chicago.” 

’ said the Canadian. 


“That’s nothing,’ “T was out on 
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my farm one day, about fifty miles from the house, 
when a frightful storm came up. I turned the pony’s 
head for home, and, do you know, he raced the storm 
so close for the last ten miles that | didn’t feel a drop 
while my old dog, only ten yards behind, had to swim 


the whole distance.” 


No one can long remain dejected in the company of 
George H. Hillman, of Nashville, Tennessee, secretary) 
of the Old Guard. Here is one of the tonics, which 
he prescribes for “the blues” 

\ zealous policeman caught a cab driver in the act 
of driving recklessly. The officer stopped him and 
said: 

“What's yer name?” 

“Ye'd betther try 


peevishly, 


and find out,” said the driver 
“Sure, and | will,” said the policeman, as he went 
round to the side of the cab where the name ought to 
have been painted ; but the letters had been rubbed off. 
“Aha,” cried the officer. “Now yell get yersel’ into 


worse disgrace than ever. Yer name seems to be 
oblitherated.”’ 
“You're wrong!” shouted the driver triumphantly 


“ "Tis O'Sullivan.” 


\rthur Watts, manufacturers’ representative in Chi 
cago, tells about a young man who approached his boss 
for an increase of salary. 

“T am engaged to a girl,” said the young man, with 
asmile. “L want only enough so that | can get married 
and live comfortably.” 

“Great Scott, man!” cried the boss, “there ain't no 
I'll give you enough to get married on, 


but that’s as far as I can go!” 


such salary. 


It was John Lothrop Motley, the American historian, 
who coimed the phrase, “to hammer one golden grain 
of wit into a sheet of infinite platitude.” Because 
hooks are often loaded with platitudes and poets’ lines 
heavy with the commonness of little ideas, we fall into 
the blunder of confusing familiar thoughts with the 
Wherefore, it is 


needful to bear down with steady accent upon the 


shallow staleness of platitudes. 


really vital lesson of the following verses: 
The Stuff. 
The test of a man is the fight he 
The grit that he daily shows 
The way he stands on his feet and takes 
Fate’s numerous bumps and blows. 
\ coward can smile when there’s naught to fear, 
When nothing his progress bars, 
But it takes a man to stand up and cheer 
While some other fellow stars. 


makes, 


It isn’t the victory after all 
But the fight that a brother makes; 

The man, who, driven against the wall, 
Still stands up erect and takes 

The blows of fate with his head held high, 
Bleeding, and bruised and pale, 

Is the man who'll win in the by and by, 
lor he isn’t afraid to fail 


It’s the bumps you get and the jolts you get 
\nd the shocks that your courage stands, 
The hours of sorrow and vain regret, 
The prize that escapes your hands, 
That test your mettle and prove your worth 


It isn’t the blows you deal, 
But the blows you take on the good old earth 
That shows if your stuff is real 
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UP TO THE MINUTE 
NEWS SIFTINGS 








ORGANIZES NEW STOVE FIRM. 


In connection with the John Knape Machine Com- 
pany of Grand Rapids, Michigan, a new stove con- 
cern has been organized with a present capacity of 500 
stoves a day. The newly established firm is known as 
the Morning Star Stove Manufacturing Company. It 
has already taken possession of one building of the 
John Knape Machine Company’s plant on Muskegon 
Avenue in Grand Rapids. Operations have been 
started with a force of approximately 40 men. The 
producing department of the Morning Star Stove 
Manufacturing Company will be carried on under the 
supervision of the John Knape Machine Company. 
H. A. Paquette and N. Pacquet Paquette will be in 
charge of the sales division. 

oo 


RED CROSS ASKS MANUFACTURERS TO 
SAVE TRACING CLOTH. 





American manufacturers and all draftsmen are 
called upon to render an important service to their 
country. When the workman has finished with the 
piece of cotton or linen cloth used in his trade, it is 
flung aside to be destroyed. The Red Cross is now 
asking for that discarded material. The problem of 
getting enough white goods for surgical dressings for 
our wounded soldiers and sailors is enormous. Two 
kinds of cloth are available—draftsman’s tracing cloth, 
and old linen and cotton articles to be donated from 
private houses and hotels. These materials are being 
collected by the laundries and prepared for use. Man- 
ufacturers of stoves or warm air heaters, tinsmiths, 
and all other people employing draftsmen are request- 
ed to call up the local Laundryowners’ Association, 
or one of the large laundries of the city, and they will 
find them only too glad to send for such cloth as they 
can give them. This does not require any very great 


effort on the part of the person sending the cloth, 


and promptness in responding to this call may become 
a matter of life and death to some of our wounded 
men across the sea. 

oo 


BEAUTIFUL CALENDAR IS ISSUED BY STOVE 
MANUFACTURING COMPANY. 

Another pleasing proof of the partnership of art 
and commerce is supplied by the beautiful calendar 
sent out to the trade by The H. Wetter Manufactur 
ing Company of South Pittsburg, Tennessee. The 
color scheme of the calendar is dominated by a sooth- 
ing green. The calendar measures about twenty by 
thirteen inches. The illustration is that of an alluring 
figure of a pensive woman looking toward the horizon 
which is softened by the last rays of the declining sun. 
The woman's features are softly lit with the reflection 


of the fading beams of the sunset. The study is ap- 
propriately named, “The End of a Perfect Day,” and 
is worthy to hang upon the wall of the most fastidious 


home. 
TELLS HOW TO MEND BROKEN STOVE 
LINING. 


The advice is often given to those who wish to mend 
broken stove linings, to use a cement made of salt and 
ashes mixed with water. No one knows where this 
idea for stove repairing originated. . It is thought. 
however, that the advice was first given to some un 
fortunate person by a “kindly” neighbor, either 
through the desire to play a joke, or through a lack of 
understanding of stoves. Ilowever, we are willing to 
learn, and when a simple and efficient formula is sug- 
gested, it should receive attention. 

It has been proven that a cement made of salt and 
ashes mixed with water is harmful to the stove. The 
salt rusts the stove, and instead of repairing it, puts it 
in such a condition that any further attempt to fix the 
lining is useless. 

Instead of using such a mixture, therefore, it is ad 
visable to get a quart or so of cement and some sand 
from the street, and mix it with water. All the cracks 
and holes should then be filled. It is vouched for by 
those who have tried this mixtures that the stove lin- 
ing will be as new, and the stove will not be injured. 


—_—-—- ->eor —_——_ - 


OBTAINS PATENT RIGHTS FOR COMBINED 
COAL AND GAS RANGE. 


Abram C. Mott, Jr., Philadelphia, assignor to 
Abram Cox Stove Company, Philadelphia, has ob- 
tained United States patent rights, under number 
1,253,707, for a combined coal and gas range described 
in the following: 

—_—_— The combination in a 
combined gas and coal 

range, of an oven; a 

fire pot; flues extend- 

ing around the oven 
2 from the fire pot; a 
back flue with which 


ho 




















2 
» the unde > con 
ee FC he under flue ) 
= 27 =6©municates; a passage 
2 —-- 1 
7 between the upper flu: 





jz and the back flue; a 
f damper for closing said 
a passage; the upper part 
of the oven having 
openings therein; a damper arranged to close said openings 
a passage at each side of the oven; a damper for closing said 
passages; a damper in the down flue; the bottom of the 
range having an opening therein: gas burners under the 
range in line with the opening; a deflector plate arranged to 
close the opening or to be elevated to act as a deflectinz 
plate for the flames issuing from the burners; a single oper- 
ating valve; and means connecting the plate and all of the 
dampers with the operating lever so that, when the operating 
lever is turned in one position, the plate and dampers ar 
set so that gas can be used, and, when the lever is turned in 
another position, the plate and dampers are set so that coal! 
can be used. 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Retailer 











AMERICAN ARTISAN AND HARDWARE RECORD 
is the only publication containing western 
hardware and metal prices corrected weekly. 
You will find these on pages 46 to 51 inclusive. 








The Cloverdale Hardware and Lumber Company, 
Cloverdale, Indiana, has increased its capital from 
$40,000 to $100,000. 

The National Enameling and Stamping Company, 
Baltimore, Maryland, has let a contract for the erec- 
tion of a $12,000 plant addition, one story, 31x71 feet. 

The Worel Hardware Company, Manitowoc, Wis- 
consin, has been incorporated with a capital stock of 
$75,000 by Albert G. Worel, Chester G. Worel and 
‘rank S. Zeman. 

The G. W. Bradley Axe and Tool Manufacturing 
Company, Jersey City, New Jersey, has recently in 
corporated with a capital stock of $10,000 and is now 
building a factory. 

The Fitzgerald Manufacturing Company, Torring 
ton, Connecticut, has increased its capital from $100, 
000 to $250,000 to provide for the manufacture of 
hardware specialties. 

The Gregory-Bibbs Ordnance Company, Brooklyn, 
New York, has been incorporated with a capital of 
$30,000 to manufacture firearms. The incorporators 
Segni, J. Weil and Z. M. Delman. 

The Gillette Safety Razor Company, 41 West First 
Street, South Boston, Massachusetts, is planning to 
erect a $500,000 addition to its plant. 
structure will be seven stories high, 300x375 feet. 


are FE. 


The proposed 


The Ideal “Tool Works, Indianapolis, Indiana, has 
been incorporated with a capital stock of $20,000 to 
manufacture tools and automobile parts. KE. L. Crum, 
Edward C. Klingholz, and Jesse W. Titus are the in 
corporators. 

The Lenane Supply Company, Incorporated, Law- 
rence, Massachusetts, has been incorporated with a 
capital stock of $25,000 to manufacture hardware, 
auto sundries, mill supplies, etc., by Daniel J. Lenane, 
H. V. Lenane and Frank E. Lenane. 

David H. Smith and Son, 256 Broadway, Brooklyn, 
New York, have been incorporated with a capital 
stock of $100,000 to manufacture hardware and iron 
and steel products. The are D. HH. 
Smith, M. F. Smith, and J. C. Snyder. 


incorporators 


The Atlantic Stamping Company, Rochester, New 
York, has awarded contracts for a $5000, one-story 
66x98 foot factory addition. The Company has re 
cently awarded contracts for a two-story, 860x111 foot 
building for the manufacture of metalware. 

The Elderfield-Hartshorn Hardware Company, 40 
Falls Street, Niagara Falls, New York, has awarded 
a contract for a two-story addition to its plant. The 
structure will be 50x100 feet and will cost approxi- 


mately $25,000. The Company manufactures hard- 
ware and sheet metal products. 


->eo- 


MOUNTAIN STATES RETAIL HARDWARE 
MEN MEET IN CONVENTION. 


That the Far West is not a bit behind the other sec- 
tions of the country in the enthusiasm of its patriotic 
business men was amply demonstrated at the conven- 
tion of the Mountain States Hardware and Implement 
Association which met January 21, 22, and 23, 1918, 
at the Adams Hotel, Denver, Colorado. Every sub- 
ject under discussion was taken up from the larger 
angle which subtends the interests of the nation in 
the great world-wide conflict rather than of local or 
provincial affairs. Without a single exception, every 
speaker reaffirmed the loyalty of the hardware dealers 
of the West to our Government and pledged all the 
resources, financial, civic, and personal, of their asso 
icates to the supreme purpose of victory for our arms 
and triumph for world-wide democracy. 

The convention was called to order by the President 
J. D. Gumaer, who delivered an address which was 
replete with expressions of devotion to the flag and of 
willingness to make every sacrifice necessary for the 
upholding of the principles which that flag so elo 
the work of 
organization during the year that has passed and ex- 
pressed himself confident that the future will be fully 
the the 
He deprecated any tendency towards despondency on 


quently symbolizes. Ile reviewed the 


as prosperous for members of Association. 
the part of the members with regard to the outlook 
for the current year. He closed with a stirring appeal 
to the Association and its members individually to do 
“bit” for the 


democracy. 


their humanity and preservation of 


Particular emphasis was placed throughout the con 


vention upon salesmanship in its various phases. 


lowler Manning, general sales manager of a rifle com 
pany, gave a strong and graphic talk upon the “Under 
lying Principles of Merchandising.” l:dward Schilling 
held the attention of the convention 


nating address on “‘Ienthusiasm and Salesmanship.” 


with an illumi 
The subject was also constructively discussed by C. 
M. Johnson of Rush City, Minnesota. 
were entertained with a banquet and dance at the FE] 


The delegates 


Jebel Temple and the visiting ladies were shown many 


unusual courtesies by the business interests of the 


city of Denver. 
-“@e-- 
living in? 


llow do you like the community you are 


\re there not some things that need correction? Are 
you helping to get them corrected? Are you doing 


your community a better place to 
Why not begin 


your share to make 
live in this year than it was last year? 


now 7 
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ENTHUSIASTIC CONVENTION IS HELD BY 
OREGON RETAIL HARDWARE AND 
IMPLEMENT DEALERS. 


The necessity for increased efficiency in business 
methods, and loyal co-operation with the Government 
in these trying times, were the keynotes of the 12th 
Annual Convention of the Oregon Retail Hardware 
and Implement Dealers’ Association, held at the Im- 
perial Hotel, Portland, Oregon, January 22nd to 25th 

-the “farthest West” convention of Hardware and 
Implement dealers in the United States. 

The work of Secretary E. FE. Lucas of Spokane, 
who is also Secretary of the Pacific Northwest Hard- 
ware and Implement Association, and Washington 
Hardware and Implement Underwriters, for the first 
year of his occupancy of this position with the Oregon 
Association, was highly commended, and plans were 
announced whereby he may devote more attention to 
the work and service of this Association during 1918. 

TUESDAY AFTERNOON, JANUARY 22ND. 

The convention was called to order by President 
Hyatt at 2:15 P. M., Tuesday, January 22, 1918. After 
the singing of “America” by the audience and an in- 
vocation by Rev. Joshua Stansfield, the President in- 
troduced the Honorable George L. Baker, Mayor of 
Portland, who delivered the address of welcome. In 
extending to the merchants a cordial welcome to the 
city, the Mayor stated that war conditions are, neces- 
sarily, uppermost in all people’s minds; that big and 
broadminded business men all over the land are giving 
up their time to the service of the country, and that 
the first business of all of us, is to help win the war. 
He also outlined conditions which indicate a bright 
future for the city and state. 

Senator George T. Baldwin of Klamath Falls re- 
sponded, thanking the Mayor for his hearty welcome, 
and urged the importance of a “drive” by the business 
interests of Portland to secure the completion of the 
Natron cut-off, which would mean the practical affili- 
ation of a large trade territory in this section to the 
Portland market—territory, too, which should natur- 
ally belong to the city. 

The annual address by President Hyatt urged that 
efforts be made to increase the membership during the 
coming year, and recommended the election of a Pres- 
ident who might be able to devote considerable atten- 
tion to the work of the Association, and the re-elec- 
“It is up to us,” he 
said in part, “to work out our own salvation as in- 
dividuals and as an Association. Organization, con- 
servation and efficiency are watchwords of the day 
in merchandising, as well as in other activities. Effi- 
ciency must be the dominating or controlling factor, 
and means success or failure, according to the degree 
it is used, and according to the demands of a discrim- 
inating and fastidious public. Such efficiency cannot 
be attained under present conditions without the asso- 
ciated efforts of the merchants and a high degree of 
organization. We must have efficiency as a class, as 
well as individuals, and this is obtained only through 
organization and co-operation. Let us all stand firmly 
and loyally by these associations of ours, with our sup- 
port and influence, that we may secure more equitable 


tion of Secretary EF. E. Lucas. 
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conditions ; guard our interests, and become more ef- 
ficient merchants, and thereby better serve our patrons 
and more firmly establish our business.” 

The next feature was an inspiring address by E. D. 
Timms, President of Timms, Cress & Company of 
Portland, entitled : 


BUSINESS CAMOUFLAGE AND BARRAGE. 
By E. D. Timms. 


Mr. Timms prefaced his remarks with the statement that 
if another merchant in his town handled any goods he did, 
he would have an association in that town, and if he was 
the only merchant there, he would still make it a point to 
keep in touch with the Secretary. “Most of us western fel- 
lows (and in particular, the older ones) were not properly 
trained for the business we are in. Venturesome spirits led 
our fathers West, and we just dropped into one business or 
another. Because of the newness and easiness of things, we 
have prospered more or less in spite of our lack of ade- 
quate training, but in the new conditions arising, we can't 
expect for the future to get along in the same easy way. We 
have also been susceptible to “get-ricli-quick” ideas, and have 
wasted lots of money in visionary and “wild cat” specula- 
tion, which might better have been used in our business. Then, 
too, we have lost in permitting extravagance, wastefulness 
and so-called “charities” to be mixed with our business, 
which had no place there, such as fake programs, complimen- 
tary “advertising,” etc. These are the business camouflages 
with which we have attempted to deceive ourselves, and they 
were accompanied with a lot of personal and social foolish- 
ness. If the war hadn’t come, I don’t know where we would 
have landed soon; but they are dying practices now. An- 
other wave of prosperity is apparently with us now, and if 
we can just profit by past experiences, turn down the specu- 
lators and sharks, be satisfied to stay with and build up our 
own business, and be men and real citizens in our com- 
munities, we will be all right. It is a good sign that a small 
crowd of business men meeting together now, will do more 
real thinking than ten times their number a few years ago.” 
He closed with an impassioned statement of the real issues 
of the war, and urged that our first and most important busi- 
ness is to win the war. The sentiment of business men gen- 
erally today is one of unselfish national service. 


Frank B. White of Chicago following with an inter- 
esting address on “Community and Business Bbetter- 
ment,” said in part: 

COMMUNITY AND BUSINESS BETTERMENT. 

By Frank B. White. 


“The world is asking each of us this question very defi- 
nitely and positively: ‘Who are you—what have you—what 
are you going to do with it?’ A good community must be a 
good trade center. This means not only that you must be 
good, efficient merchants, but also that you and all the other 
agencies in your community must really co-operate for the 
real up-building of the community. Every business (and 
every community) has three partners—capital (the employ- 
er), labor (the employe), and the public (the consumer ) 
No industry, no community, can thrive if co-operation among 
these is lacking. The smail town buying center has an aver- 
age trade radius of twenty miles, and farm trade represents 
fifty to eighty per cent of the total. Modern conveniences 
and conditions are opening up a new world for the farmer 
and his family, who constitute the world’s biggest market 
It is up to you merchants to get closer to the farmer, stud) 
his wants and needs, and be in a position to sell him what he 
wants—not what you think he ought to have. Community 
association activities should embrace not only the merchants, 
but the country people, and all classes of local society, and 
should have six objects: (1) Co-ordination of purposes. (2) 
Combination of efforts. (3) Conservation of energy. (4) 
Increased production. (5) Decreased waste. (6) Attaining 
greatest efficiency. 

In conclusion, he stated that the farm papers help 
to better farming and better living; this “help” de- 
velops better buyers of better goods. He urged them 
to consider farmers as possible customers for the bet 
ter grades of merchandise. 

WEDNESDAY MORNING, JANUARY 23RD. 

Senator Geo. T. Baldwin presided at the opening of 
the session, and after the singing of “America” by the 
audience, introduced Senator Milton A. Miller, Col- 
lector of Internal Revenue, who spoke on “Our Coun- 
try at War.” He stated that ambition and militarism 
are the two chief causes of the world’s greatest war; 
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that we cannot exist half free and half on the basis of 
autocratic militarism; and that we are in the war in 
defense of democracy and civilization. He reviewed 
the ups and downs of income tax history and legisla- 
tion in this country to the Act of 1913 which, with its 
added features, will now bring in between three and 
one-half and four billion dollars annually, and ex- 
pressed the belief that the people generally are re- 
sponding very patriotically to the question of taxation. 

He was followed by R. T. Jacob of the Internal 
Revenue Department, who spoke more in detail on 
the “Federal Income and War Tax Laws.” Mr. Jacob 
said there are two kinds of people with which the 
(sovernment must reckon—Ist, those who are a burden 
and a drag to the Government, such as are in the penal 
institutions, etc.; and 2nd, those who must shoulder 
the burdens of the Government and war. We are 
sending our young men to war, and the men and 
women who stay home are now called upon to back 
them up and furnish the financial means. So, it is 
estimated, there are about 6,500,000 people called upon 
under the income and war taxes to do this. He briefly 
explained the ordinary and additional income taxes, 
ordinary and additional war taxes, and the excess 
profits tax. 

A. F. Stearns of Oakland took the chair, and Ben 
R. Vardaman of Des Moines, Iowa, was introduced 
° Susiness.”” 


to speak on the “Philosophy of Modern 


He said, in part: 
PHILOSOPHY OF MODERN BUSINESS. 
By Ben R. Vardaman. 

“The great call upon us business men today is what can 
we do to better and increase our business, and what can we 
do to benefit and better the communities in which we live. 
Time was when the public depended upon the merchant, but 
now it is different. You have competitors in New York and 
elsewhere, as well as across the street, and the merchant de- 
pends upon the public. Your town is no better than the 
people in it, and the most important thing in bettering con- 
ditions in your community, is to improve the standards of 
manhood and womanhood. Our civilization is founded upon 
our business. The store or trading post came first; roads, 
settlers, teacher, preacher, lawyer and other evidences of 
civilization follow. Any outside influence you permit to 
come in to undermine the well being of your town, is not 
only a blow at your business, but also a blow at the root of 
your civilization. You have no patent right to the business 
of your community, but you have the right and the duty to 
help educate your community to an appreciation of the dan 
ver of permitting outsiders to come in and profit without 
contributing their share to its happiness and prosperity. There 
are influences which have subtly and wrongfully been edu- 
cating them against you. Such influences should be com- 
batted. It is a great law or principle that ‘your sons and 
daughters must follow your dollars.’ One of your important 
business problems is in keeping the boys and girls in the 
community. In order to accomplish these things, you must 
have not only the co-operation of the merchants—yourselves 
—but all the other classes and people of the community. Get 
together with your clerks and young men; take them into 
your Commercial Clubs, etc., and get the out-of-town people 
in. Go out and tear down the invisible but great wall around 
your town—the barrier between town and country under- 
standing and co-operation. Get acquainted with your neigh- 
bor; you might like him.” 

Secretary Lucas read a communication from the 
Portland jobbers, inviting the members and_ their 
guests to the “Jazz Jinks” in their honor Thursday 
evening. 

John Raymer of Reardon, Washington, President 
of the Washington Hardware & Implement Under- 
Writers, was introduced, and spoke a few words on 
the success of this insurance and its savings to mem- 
bers. Mr. Raymer was in the city for only a short 
time, on his way to visit his son in the Aviation Corps 
at San Antonio, Texas. 
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WEDNESDAY AFTERNOON. 
President Hyatt introduced C. A. Bigelow, City 
Commissioner, who gave an excellent talk on “What 
lire Prevention Has Done for Portland.” He said 
the awakening in Portland came in 1914, when the fire 
loss reached nearly $2,000,000—a per capita loss of 
$6.78, or three times the national per capita loss—and 
with an increasing realization that every fire is paid 
for by all the people. 

QUESTION BOX. 

A. L. Jameson was called upon to preside over the 
Question Box. The first question, “Should we use 
the trade acceptance in dealing direct with farm and 
city trade?” brought forth no special experience testi- 
monies, but G. W. Griffin and others expressed the 
belief that the trade acceptance might and should be 
used to eliminate or reduce the burden of open book 
accounts. 

“Ts it right for Portland implement houses (whole- 
sale) to sell direct to farmers and consumers ?”’ There 
seemed to be rather more trouble in the hardware line 
than implements, with considerable difference reported 
in practices, several acknowledging receipt of dealer 
credit memorandums. 
each case should be taken up by the individual dealer 
with the jobber or implement house that shipped the 


The Secretary suggested that 


goods, when, usually he believed a satisfactory ex 
planation or adjustment would be made. After this, 
if advisable, other steps might be considered. 

“What can jobbers and traveling men do to assist 
the retailer in keeping up with market changes and 
strenuous requirements of the day?” Mr. Griffin sug- 
gested, for one thing, that the traveling man might 
devote his spare time, looking over stock and prices, 
and advise the dealer of items not priced right accord 
ing to the present market. Hyatt stated that several 
wholesale houses are sending out current price sheets, 
and advised merchants to watch these and remark ac 
cordingly. Secretary Lucas exhibited and explained 
the suggested price book gotten out by the Spokane 
office. 

“Are dealers in general going, or should they go, 
onto a cash basis?” I. L. Love has cash and credit 
prices on many items, as a result of which they have 
charged the business from about two-thirds credit to 
two-thirds cash, offering about the same margin as the 
jobbers allow retailers. Hyatt stated that as long as 
there is no difference in price, it is natural for people 
to take credit. 
count, five per cent on implements, and takes notes on 


He allows a general ten per cent dis 


long time implement sales, and added, “This puts us m 
position to compete with mail order houses. There 
was no strong sentiment in favor of the general prac 
ticability of strictly cash, but credit limitation and the 
cash discount met with favor.” 

Secretary Lucas read extracts from an interview 
with the head of a prominent mail-order concern, 
which led to a discussion of the subtleness of mail 
order publicity, and criticism in particular of the re- 
cent action of a magazine of large national circulation, 
which has made a point of not accepting mail-order 
advertising, in running a large two-page display mail 
order advertisement. 

Jameson stated that the mail order business has un 








\) 
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doubtedly been greatly benefited by low Parcel Post 
rates, and suggested that with carrier facilities taxed 
way beyond their capacity, an embargo should be 
placed on Parcel Post matter as a conservation meas- 
ure. “If we can’t haul the necessities,” he said, “I 
don’t see why we should haul catalogs and time mer- 
chandise by the carloads, and that, too, at apparently 
unprofitable rates.” 
THURSDAY AFTERNOON, JANUARY 24TH. 

The session opened again with the singing of 

“America.” President Hyatt introduced G. Clifford 
3arlow of Warrenton, President of the Oregon Retail 
Merchants’ Association, who spoke on “Association 
Merchants.” He said, in part: 

“We find ourselves living in a new merchandise era, where 
thorough knowledge of changing conditions and methods is 
imperative if we are successfully to pass through the period 
of the war. You are here today because this is your school, 
your merchants’ week. The association member is a man of 
action, when important or vital issues are to be met ; but the 
real association member is he whose membership is good for 
365 days in the year. You men appreciate the necessity of co- 
operation for the general good and protection of your busi- 
ness, individually and collectively. An adequate income is 
necessary properly to conduct the work of an association. I 
hope every merchant in this state will always be willing to do 
his part in the development of his community, the State, and 
our common country.” ; 


The convention was favored with another inspiring 
address by Ben R. Vardaman, this time on “The Art 
of Making a Sale.” He said he would add one word— 
science—to the subject of his address, the “science and 
art” of making a sale, and defined science as organized 
and classified knowledge, which is what merchants 
need, not only in making a sale, but in the general con- 
duct of their business. 

THE ART OF MAKING A SALE. 
By Ben R. Vardaman. 


“You are here for the purpose of learning things that will 
help increase your business through the process of selling. 
The man who simply sits still and expects his business to 
grow with the general development around him, is likely to 
be disappointed in these days, because of the keen and more 
intelligent competition all around him. So the personal effi- 
ciency of yourself and your clerks, is a very important factor. 
You should be asking yourself how you look in the eyes of 
your community—the people upon whom you depend for a 
livelihood—and how your clerks look” He emphasized the 
value of thinking good and cheerful things about the people 
around us—the value of the smile and the importance of de- 
veloping memory of names as well as faces. 

“The merchant who knows how to ‘size up’ people is the 
merchant who is getting the business, and if there is no such 
merchant in your town, some one else is getting it. You 
can’t drive people, but you can lead them by suggestion. Also, 
remember that all people are “lazy” in a sense. Make it easy 
and pleasant for them to deal with you. We all use, and are 
subject to the power of suggestion, but lots of so-called 
salesmen are using it negatively instead of constructively. 
Make people see satisfaction in the goods you sell them, in- 
stead of trouble and “black specks.” 

Your whole problem in selling is mental; you are dealing 
with the minds of people. You haven’t really made a sale 
unless the customer’s mind has been led by one means or an- 
other through five stages: (1) Introduction; (2) Attention; 
(3) Interest; (4) Desire; and (5) Resolve to have. Con- 
structive, intelligent salesmanship lifts people to a_ higher 
plane of thinking, and when you have lifted them to a higher 
plane of thinking, you have lifted them to a higher plane of 
acting and a higher plane of citizenship.” 

Mr. Vardaman was followed by A. G. Clark, Man- 
ager Home Industry Bureau of the Portland Chamber 
His topic was, “Wanted—Bigger Pay 
Rolls for Oregon.” He referred to the great activity 
in shipbuilding, and the thousands it is employing, and 
suggested the necessity of developing potential indus- 
tries to employ this labor when the demand for many 
ships is over. He urged that there should be loyalty 


to the state and its industries just the same as loyalty 


of Commerce. 
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to the Nation and the flag. “Buying local products” is 
not only “conservation,” now, but always a timely 
principle. 

J. C. H. Reynolds of Spokane, in an address on “A 
Matter of Business Concern,” enlightened ‘the conven- 
tion on certain dangers and ultra-socialistic tendencies 
in the movement fathered by the National Non-Parti- 
san League which has gained considerable power in 
North Dakota, and is spreading in Montana and vari- 
ous other western states. The name itself is a mis- 
nomer ; it is partisan to an intense degree, inasmuch 
as it proposes to array class against. class, and contem- 
plates the Government ownership of interstate utili- 
ties and state ownership of public utilities, and even 
many lines of legitimate, private or independent busi- 
ness. 

President Hyatt announced the appointment of the 
following Committees : 

Nominations: G. W. GrirFin, J. R. Craven, A. F. 
STEARNS, N. A, Bonn and GeorcE T. BALpwin. 

Resolutions: A. L. JAMeson, A. C. Hupparp, F. A. 
ROSENCRANZ, F, E. CHAMbers and E. A. FRANz. 

Membership: W. A. Hupetson, F. Hupparp, P. L. 
Love, H. E. WILLEston, and W. M. DEHAveEN. 

JAZZ JINKS. 

This was the official designation of the entertain- 
ment offered Thursday evening to the members and 
their guests by the jobbers of Portland at the Mult- 
nomah Hotel. That it was a lively affair from start 
to finish, is indicated in the following directorate : 

Roastmaster: Ep Newspecin of R. W. Wade & Co. 

Bouncer: Harry STEARNS. 

Ticket Scalper: W. K. SLATER. 

Moral Squad: A. B. Huperson, E. A. Franz and 
GEORGE LARKIN. 

Stool Pigeons: Watt. GRIFFIN 
dent), and Birt DeHaven. 

Bar Pilots: Joun Ipes and Bit UNGERMAN. 

Draft Board (Window Tenders): G. W. Hyatt, 
C. R. ArcHERD and Guy BENNETT. 

A buffet luncheon was served, with a plentiful sup- 
ply of soft drinks and cigars; and singing, dancing, 
boxing matches and special stunts and fun persisted to 
a late hour. 

FRIDAY MORNING, JANUARY 25TH. 

President Hyatt called the convention to order at 
10:15, the first business being the report of the Nom- 


(a former Presi- 


inating Committee, presented by G. W. Griffin, Chair- 
man, as follows: 
New Officers Elected. 

President, W. A. Hupetson, North Powder; 

Vice-President, N. A. Bonn, The Dalles. 

Executive Committee to serve two years (succeed 
ing C. R. Archerd, E. A. Franz, G. W. Griffin, N. A. 
Sonn and A. F. Stearns): A. C. Hupsparp, Medford 
A. L. JAMEson, McMinnville; Georce T. BALpwiy, 
Klamath Falls; Roperr Ivy, Sheridan: and G. \\ 
Hyatt, Enterprise. These, together with the fou 
hold-overs (F. H. Churchill, Roseburg; George La: 
kin, Newberg; L. L. Pearce, Salem; and P. L. Lov: 
Woodburn) constitute the new Executive Committ: 
Motion by Archerd and carried that the report be 
accepted, and the Secretary cast the unanimous ballot 
of the Association for the above nominees. 
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FRIDAY AFTERNOON. 

T. M. Shearman was the first on the program. He 
urged the importance of members and all good citi- 
zens pushing their business to the utmost, not only 
because of the present necessity of such diligence, but 
also because it must be largely up to the business men 
to finance this country’s part in the world war business. 

He was followed by Robert H. Lord, Manager John 
Deere Plow Company, Portland, with an excellent ad- 
dress on “Preparedness in the Retail Implement Busi- 
ness.” 

The subject of an interesting address by Walter 
Givens of Estacada, was “Trade Acceptances from 
the Standpoint of the Retail Dealer.” He said in part: 

TRADE ACCEPTANCES. 


By Walter Givens. 

Merchants, large and small, all over the United States 
are vitally interested in trade acceptances which, moreover, 
provide an opportunity for us to serve our country in the 
matter of liquidating our accounts. I believe the framers of 
the Federal Reserve Act knew what they were doing when 
they gave us the opportunity of using trade acceptances, as 
every retail business should be benefited by turning away 
from the old form of open book accounts to trade accept- 
ances. I had been studying the possibilities of using them in 
my own business, and some time ago made arrangements 
with my banks, and started using them. About ninety-five 
. per cent of my customers are farmers. There was some ob- 
jection to the idea on the part of some customers, but I was 
able to explain it away, and have in general been surprised 
and gratified at the ready acceptance of the plan. It is not a 
question of the goodness of the accounts, but whether or not 
we should carry our customers or send them to the banks for 
financial service. I would not go back to the old system for 
anything. By it, I am placing my business on a firm, solid 
and independent basis. The benefits of the trade acceptance, 
as I see it, are: (1) It is not necessary to go into court and 
attempt to prove old accounts. (2) It enables us to have a 
full working capital, and our assets in liquid form. And (3) 
it calls a halt on reckless buying. I believe it is a God-send 
to the little fellow in business, as well as to the big fellow, 
as a means of properly financing our business, and that it is 
also a God-send to the consuming public. 


Just before adjournment, a few more problems from 
the Question Box were taken up and discussed. Im- 
mediately after adjournment the new [Executive Com- 
mittee met, and re-elected E. E. Lucas to serve the 
Association as Secretary-Treasurer during 1918. 

oo 


IOWA RETAIL HARDWARE ASSOCIATION 
GIVES OUT PROGRAM OF 
CONVENTION. 


Earnest efforts are being made by the officials of 
the Iowa Retail Hardware Association to arrange the 
program of the coming Twentieth Annual Convention 
of that body in such a manner as to use a larger part 
of the time in discussing questions vital to the business 
of retailing hardware. The convention is to meet Feb- 
ruary 12, 13, 14, and 15, 1918, in the Coliseum Assem- 
bly Room, Des Moines, Iowa. The enrolling clerks 
and reception committee will be stationed at the main 
entrance of the Coliseum. Three instructive para- 
graphs precede the program proper as printed for the 
guidance of the members. They are as follows: 

Organization and Co-operation. 

“Twenty years’ application of the twin forces, or- 
ganization and co-operation, lie behind our Associa- 
tion. 

“Individual efforts in solving the problems of mer- 
chandising exist merely as reminders of the shadowy 
past and belong with the spinning wheel, the stage 
coach, and the ox team—only reminders of unorgan- 
ized energy. 

“Fifteen thousand associated craftsmen organized 
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and co-operating in legitimate effort to meet the trade 
problems confronting us, form the strength and give 
the vitality to our own and the affiliated organizations 
merged in the National Association, and answer the 
questions: ‘Why are you here?’ and ‘What have you 
done?’ ” 
Program Twentieth Annual Convention 
Hardware Association. 
Tuesday, February 12, 1 p. m. 
Registration—Main entrance. } 
Reception Committee will greet you at Main Entrance of 
Coliseum. Look for the White Badge Men. Ask them. 
2:00 P. M. 
[Coliseum Assembly Room] 
Open Session. 
Song, “America.” Leader—E. C. Haas, LeMars. 
Annual Address—E. L. M. Healey, President. 
Question Box Session: 
Committee: E. C. 
inger. ; 
Song, “Battle Hymn of the Republic.” ; 
Address, “Abraham Lincoln,” James E. 
City. ; 
Appointment of Committees: 
Resolutions. 
Nominating. 
Legislative. 
Auditing. 
Announcements. 


lowa Retail 


Haas, W. J. Deering, F. P. Bol- 


Blythe, Mason 


4:00 P. M. 
Organization of Committees. 
Wednesday, February 13, 9:30 a. m. 
Music, “Star Spangled Banner.” Leader, E .C. Haas. 
Report of the St. Louis Session, National Convention. 
J. B. McCarroll, Ottumwa. 
Question Box Session. 
Address, “Community Spirit,” E. B. Moon, Chicago. 
Address, “Accounting a Constructive Force in Merchan- 
dising,’”’ W. R. Thompson, Detroit, Michigan. 
2:00 P. M. 
Fifteenth Annual Meeting of the lowa Hardware Mutual Fire 
Insurance. 
Song, “Battle Cry of Freedom.” Leader, E. C, Haas. 
\nnual Address—President L. C. Abbott. 
Annual Report—Secretary A. R. Sale. 
Insurance Question Box Session. 
Election of Officers. 
3:00 P. M. 
Retail Hardware Association. 
Executive Session. 
Question Box Session. 
Message From the National Association. 
Thursday, February 14, 9:30 a. m. 


“Battle Hymn of the Republic.” Leader, 


Music, 
FE. C. Haas. 
Question Box Committee. 
Address, “The Retailers’ Relation and Duty to the Gov- 
ernment,” H. W. Power, Davenport. 
2:00 P. Ma 
Music, “Columbia the Gem of the Ocean.” 
Question Box Session. 
3:00 P. M. 
Address, “Retail Advertising,” C. A. Baumgart, Des 
Moines, Retail Service Bureau, Successful Farming 
9:00 P. M. 
Special Entertainment Announced by Committe 
Friday, February 15, 10 a. m. 
Music, “Old Kentucky Home.” Leader, E, C. 
Secretary’s Report 
Committee’s Reports: 
Resolutions—Legislative. 
Auditing—Nominating 
Election of Officers 
Unfinished Business. 
Board of Directors Organization Mecting 


HE WOULD NOT BE WITHOUT 


AMERICAN ARTISAN. 


Haas 


SAYS 


AND HARDWARE RECORD: 


xpired and | hasten to 


To AMERICAN ARTISAN 
My subscription has almost Cc 


renew it. I think a great deal about this paper and 
would not be without it 
P{Al WeEISss 
Hardware. Stoves, etc 
Shreve, Ohio, January 2%, 1915 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 











HOLIDAY DISPLAY OF TOOLS ATTRACTS 


MANY CUSTOMERS. 

Tools for the boy or man are useful and practical 
gifts, and at the same time lend themselves readily to 
attractive window exhibits. With a little thought and 
effort, a display can be arranged that will give your 
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“The pillars in the window display are made of two 


joints of seven-inch pipe covered with white crepe 
The blocks at the top and bottom were of 
Red crepe paper was used 


paper. 
pieces of board cut square. 
to produce the spiral effect and to relieve the monotony 
of all white. Evergreen with cones were fastened to 


this. 
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Holiday Window Display of Tools Awarded Honorable 


Window Display Competition. Arranged 


tool sales a decided impetus during the holiday season. 
The accompanying illustration shows one of the count- 
less number of handsome windows that can be devised 
to feature an exhibit of tools. It was prepared by 
Rudolph W. Heyse, 28 North Tejon Street, Colorado 
Springs, Colorado, and was given Honorable Mention 
in AMERICAN ARTISAN AND HARDWARE Recorp Win- 
dow Display Competition. 


Mr. Heyse supplements the illustration with the fol- 
lowing, description: 





Mention 
by Rudolph W. Heyse, Colorado Springs, Colorado. 


in AMERICAN ARTISAN AND HARDWARE RECORD 


“The ‘roof’ was made of straw board and also cov 
ered with white crepe paper. An electric light wa: 
placed in the ‘ceiling, The panels were made of 
beaver board and covered with red calico, and the 
various tools were wired to each panel to hold them 
in place. 

“The bottom of the window, the ‘steps’ and side 
were also covered with red calico. A strip of white 
crepe paper was placed in the middle of the window 


and leading up to the middle panel as a sort of “path 




















February 2, 1918. 
and also to help relieve the monotony of so much 
red in the bottom of the window. 

“The sign reads as follows: ‘Tools of any kind are 
practical gifts that please the boy and his father.’ 
Ratchet and automatic screw drivers, hand and breast 
drills, rules and tape measures, braces and expansive 
bits were shown on the bottom step. On the next 
were shown a grinder and vise and several kinds of 
hammers. The tools on the top step can be seen 
plainly. 

“The ‘steps’ were made of boards cut to fit the win- 
dow and put together with screws in various ways to 
suit the different displays. Even if I do say it, this 
is a pretty window and has been very effective in 
bringing in many enquiries and sales.” 

+e 


DECLARES GOOD WIRE FENCE AIDS 
GOVERNMENT AND BRINGS 
PROFITS TO DEALER. 


(Ine fact that must be borne in mind, even though it 
may be unpleasant, is that the American people, always 
favored with plenty, have up to this time been very 
wasteful. According to Government officials, the 
losses on farms—the small leaks, the waste of food 
and feed, materials in fields that cannot be pastured 
on account of poor fences—amount to millions of dol 
lars annually. Now, however, the Government is fac 
ing a situation which demands that every kernel on 
every farm be saved and turned into food, meat, and 
milk, and it is a vital necessity that wastes be stopped. 
Realizing the importance of helping the Government 
conserve food production, the Keystone Steel and Wire 
Street, Illinois, is 


Industrial Peoria, 


Company, 18 


conducting a 
huge advertis- 





ing campaign 

to bring its 

Square Deal 

lence the 

safety lock 

knot of which 

is shown in 

the accom 

panying — illus- 

“Square Deal’’ Fence Made by Keystone Stee) ation be- 
and Wire Company, Peor'a, Illinois. fore the Am 


A fence of this nature is said to be an 
The 


manufacturers declare that this fence is the best and 


erican people. 
important factor in eliminating waste on farms. 
cheapest one that can be bought. Some of its fea 
tures are, a lock which, it is claimed, will not slip; 
and heavy stay wires, wavy strand wires that always 
hold the fence tight and trim, summer or winter, be 
cause they expand and contract with heat and cold. 
This fence, according to the manufacturers, costs vers 
little for repairs, requires few posts, turns stock well, 
and resists rust. Because of the many fine features 
Claimed for this fence and because of the extensive 
advertising which it is being given, it is said to be a 
source of great profit to the dealers. The Company's 
new fence catalog will be sent upon request to all 
those who apply for it. 
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COMING CONVENTIONS. 


Nebraska Retail Hardware Association, Lincoln, Feb 
ruary 5, 6, 7, 8, 1918. Nathan Roberts, Secretary, Lincoln. 


Wisconsin Retail Hardware Association, Milwaukee, 
February 6, 7, 8, 1918. P. J. Jacobs, Secretary, Stevens 
Point. 

Connecticut Retail Hardware Association, Elton Hotel, 


Waterbury, February 12 and 13, 1918. HH. S. Hitchcock, Sec- 
retary, Woodbury, Connecticut. 

lowa Retail Hardware Association, Des Moines, Feb- 
ruary 12, 13, 14, 15, 1918. A. R. Sale, Secretary, Mason City. 

Michigan Retail Hardware Association, Saginaw, Feb- 
ruary 12, 13, 14, 15, 1918. Arthur Scott, Secretary, Marine 
City. 

Pennsylvania and Atlantic Seaboard Hardware Associa- 
tion and the New York State Retail Hardware Association 
Joint Annual Convention, New York City, February 12, 13, 
14, 15, 1918. W. P. Lewis, Huntington, Pennsylvania, Secre- 
tary-Treasurer of Pennsylvania and Atlantic Seaboard Asso- 
ciation, and John B. Foley, Syracuse, New York, Secretary 
of New York Association. 

North Dakota Retail Hardware Association, Granr 
Forks, February 13, 14, 15, 1918. C. N. Barnes, Secretary, 
Grand Forks. 

Illinois Retail Hardware Association, Chicago, February 
19, 20, 21, 1918. Leon D. Nish, Secretary, Elgin. 

Missouri Retail Hardware Association, St. Louis, Mis 
souri, February 19, 20 and 21, 1918. F. X. Becherer, Secre 
tary, 5136 North Broadway, St. Louis. 

Minnesota Retail Hardware Association, St. Paul, Feb 
ruary 19, 20, 21, 22, 1918. H. O. Roberts, Secretary, Metro- 
politan Life Building, Minneapolis. 

Ohio Hardware Association, Columbus, February 19, 20 
21, 22, 1918. James B. Carson, Secretary, Dayton. 

New England Hardware Dealers’ Association, Boston, 
February 20, 21, 22, 1918. George A. Fiel, Secretary, 16 
High Street, Boston. 

South Dakota Retail 
February 25, 26, 27, 28, 1918. 
Mitchell. 

Michigan Sheet Metal Contractors’ Association, Detroit, 
March 6, 7, 8,1918. Frank E. Ederle, Secretary, Grand Rapids 

Illinois Sheet Metal Contractors’ Association, Springfield, 
April 3, 4, 1918. D. M. Haines, Secretary, Chicago. 

National Association of Stove Manufacturers, New York 
City, May &, 1918. T. J. Stephenson, Secretary, Hoosick Falls, 


Mitchell, 
Secretary, 


Hardware Association, 
F. J. Shepard, 


New York 

Southern Hardware Jobbers’ Association, Traymore 
Hotel, Atlantic City, New Jersey, May 28, 29, 30, 1918. John 
Donnan, Secretary, Richmond, Virginia. 

Old Guard Southern Hardware Salesmen, Traymore 
Hotel Atlantic City, New Jersey, May 29, 1918. George H. 


Hillman, Secretary, 1402 McGavock Street, Nashville, Ten- 
nessee. 

American Hardware Manufacturers’ Association, Tray- 
more Hotel. Atlantic City, New Jersey, May 28, 29, 30, 1918 
F. D. Mitchell, Secretary, 4106 Woolworth Building, New 
York City. 

National Association of Sheet Metal Contractors, Mik 
watkee, Wisconsin, June 11, 12, 15 and 14, 1918. Edwin L 
Seabrook, Secretary, Philadelphia, Pennsylvania 

National Warm Air Heating and Ventilating Association, 
Milwaukee, Wisconsin, June 12, 1918) A. W. Williams 
Secretary, Columbus, Ohio 

-*- 


SECURES PATENT FOR WIRE CUTTER. 


Nortlack, Saskatchewan, Can 


William T. O'Neill, 


ada, has been granted United States patent rights, 


under number 1,253,627, for a wire cutter described in 


the following: 
combination 
havonet hav 


The 

; vith a 
—_ j ing its hilt 
- with a bearing eye, 
a cutter therefor, 
extending 


proy ided 


-—— ol 





a pin 

1,283,627 through the bearing 

eve of the hilt and 

throug] said cutter 

for mounting the cutter on the lilt end of the bayonet tor 

a vertical rocking movement, and a spring embracing said 

pin for holding the cutter in an outward position with respect 
to one of the longitudinal edges of said bayonet 













PRESIDENT OF WISCONSIN RETAIL 
HARDWARE DEALERS ISSUES A 
SPECIAL MESSAGE. 


With a view to making the ladies’ program arrange- 
ment of the Twenty-Second Annual Convention of the 
Wisconsin Retail Hardware Association a successful 
and helpful feature of the annual meeting at Milwau- 
kee, Wisconsin, February 6, 7, and 8, 1918, [red 
Griebenow, president of that organization, has issued 
the following message to the members in which he pays 
a graceful tribute to the influence for good of the 
wives and daughters of the hardware dealers: 

“We are in the midst of one of the greatest evolu- 
tions that has ever been experienced in the retail hard- 
ware business. We are encountering new conditions 
and meeting new phases of business which demand 
cool counsel and thoughtful action. 

“There has never been a time when it was more im- 
‘portant for retail merchants to “get together,’’ com- 
pare notes and get suggestions and ideas how best to 
conduct their business, so that as loyal citizens they 
can render the highest service to their Country and 
their Association, and at the same time derive much 
benefit themselves. 

“We believe that behind every successful man there 
is some good woman, who, to a very great extent, is 
responsible for his success. We want the wives and 
daughters of our members to attend this Convention 
and hear the discussions in order that they may better 
understand just what problems we must solve—and 
solve right—if we are to survive. 

“The program has been carefully prepared so that 
members may have intercourse with the leading 
thought of the country, and carry home with them re- 
newed vigor for the conduct of their own stores and a 
re-awakened knowledge of the responsibilities of our 
particular trade in support of the Government during 
the crisis which now confronts us individually and as 
a nation.” 

The ladies’ program for Wednesday, February 6th, 
and Thursday, February 7th, is in detail as follows: 


Ladies’ Wisconsin Retail Hardware Association’s 


Convention. 
Wednesday, February 6, 1918. 
2:00 P. M. 

Attend regular convention session in Juneau Hall with 

the men. (No smoking allowed.) 
4:10 P. M. 

Reception with light refreshments and a short musical 
program in Walker Hall. (For ladies only.) Arrange to 
meet your man in Exhibit Hall at 5:15. 

8:00 P. M. 

Theater Party at the Majestic Theater, Grand Avenue 

The men will get tickets for the ladies. 
Committee. 

Mr. Epw. J. Kraus, Milwaukee. 

Mrs. Epw. J. Kraus, Milwaukee. 

Mrs. Frep G. ReEtnHoLp, Milwaukee. 

Mrs. Frep ScHNEIDER, Milwaukee. 

Mrs. Frep Wirzer, Milwaukee. 

Mrs. Auc. Scuupinsky, Milwaukee. 

Mrs. Fren GriesENow, Owen. 

Mrs. J. B. Pierce, Brodhead. 

Mrs. P. M. Etiincson, Edgerton. 

Mrs. B. C. Davis, Richland Center. 

Mrs. A. A. Jacoss, Delavan. 

Miss ANTOINETTE Kruecer, Neenah. 

_ Members of the Committee will be in the ladies’ recep- 
tion room on the first floor of the Republican House Tues- 
day evening. Try to meet them before the reception Wednes- 
day afternoon. 

Order badges of the Secretary now so that we may know 


Program, 
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how many guests we will have. Every woman must have a 
badge. No badge is necessary for the theater party. 
Thursday, February 7. 
9:45 A. M. 

Two special street cars (for ladies only) at the corner 
of Fifth and State Streets. This is the northeast corner of 
the Auditorium, just outside of Walker Hall. 

10:00 A. M. 
Personally conducted tour by Mr. 
11:15 


A. M. 

Cars leave Art Gallery. 

11:45 A. M. 

Arrive at Schuster’s Third Street Store. 
trip through the store and wash up. 

12:30 P. M. 

Luncheon at Schuster’s. A special souvenir menu for 
this occasion has been prepared. 

2:00 P. M. 

Cars leave Schuster’s. 

2:30 P. M. 

Cars arrive at Public Museum. Personally conducted 
tour and lectures by Mr. Ward and assistants. 

3:30 P. M. 
Cars leave Public Museum. 
4:00 P. M. 
Cars arrive at Atlas Bread Factory. Mr. Mueller and 
assistants will conduct party and serve coffee and biscuits. 
5:15 P. M. 
Cars leave Bread Factory. 
5:45 P. M. 
Cars arrive at Auditorium. 
8:00 P. M. 

Visit exhibits in Auditorium, Main Arena. 
orchestra. 

Special street cars cannot wait longer than is necessary 
» load them. Everybody must be on hand promptly or get 
eft. 

Nothing special has been arranged for Friday and the 
ladies are invited to attend convention sessions at 10:00 A. M. 
and 2:00 P. M. with the men. (No smoking allowed.) 

There will be no expense in connection with any portion 
of this program. The ladies will be guests of the Wisconsin 
Retail Hardware Association. 


Layton Art Gallery. 
Raab and assistants. 


One-half hour 


Music by 


-* 


OPPORTUNITIES FOR FOREIGN TRADE ARE 
PRESENTED BY BUREAU OF FOREIGN 
AND DOMESTIC COMMERCE. 





The Bureau of Foreign and Domestic Commerce 
through its Special Agents, Consular Officers and 
Commercial Attachés is receiving information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 
ber as given herewith: 

26360—A company in China desires to purchase hard 
ware of all kinds, window glass, ship’s steel and iron stores, 
etc. Correspondence may be in English. References. 

26362—A firm in Greece with a branch office in the United 
States is in the market for wires of all kinds, wire nails 
Payment will be made in New York against documents for 
all goods shipped to Europe; for other countries payment may 
be by sight draft and 30 days terms. Most of business is 
desired on a commission basis. References will be given on 
application by the firm. 





2 
oo 


GETS PATENT FOR A DOOR HINGE. 


James R. Pilson, Vanguard, Saskatchewan, Can- 
ada, has secured United States patent rights, under 
number 1,253,882, for a door hinge, described in the 


following: 
A hinge comprising a pair of relatively 
movable plates, a cylinder secured to one 
of said plates and being open at one end 
a piston in said cylinder, a plunger secu! 
at one end to the other of said plates 
projecting at its outer end into said cy!in 









1,253,882. , 


— GHB 
Z ZZ) 





' aa 


der, a yieldable connection between said 
plunger and piston and between said pis- 
ton and the closed end of said cylincer, 

ee. 


the said closed end having a bleed port, and a one-way \ 
in the said piston. 
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TEXAS RETAIL HARDWARE MEN HOLD 
SUCCESSFUL CONVENTION. 


The Twentieth Annual Convention of the Texas 
Hardware and Implement Association will go down in 
the history of the trade in that State as one of the 
most successful gatherings in the annals of the retail 
hardware industry. The three-day meeting was held 
January 21, 22 and 23, 1918, in Beethoven Hall, San 


Antonio, Texas. The sessions were characterized by 


an earnestness of purpose and a harmony of spirit 
which warrant the prediction that the organization will 
continue to accomplish great things in behalf of its 
members. Of special importance was the intelligent 
use made of the Question Box at each session. 


Among the many valuable contributions to the dis- 
cussion of matters of interest to the delegates is the in- 
spiring address of the retiring president, Joseph Net- 
zer, which was delivered on the opening day of the 


convention. It is herewith reproduced in full: 


Address of Joseph Netzer, President Texas Hardware and 
Implement Association. 


We meet today under conditions which none of us, in all 
our business experience, has ever seen paralleled; conditions 
unique in the history of the American people; which call for 
all the best judgment and energy which every man in our 
land can cxercise. Never before have busincss conditions been 
so rapidly changing or demanded so much acumen and fore- 
thought on the part of the American merchant. The great 
world war, upon which the United States has so recently 
entered, has brought with it trade problems which we are 
called upon, for the first time in our experience, to solve, and 
in the solution of which each one of us needs all the assist- 
ance he can get. 


Co-operation Is Spreading. 


Gentlemen, as successful merchants and as practical men, 
you know that the movement toward co-operation is the out- 
standing feature of modern industry. Our age is emphatically 
the age of co-operation and the movement is spreading more 
and more into all the ramifications of the business life of the 
country. Scarcely a day passes without bringing some further 
evidence of its progress. The trend, in every industry, is all 
one way. The merchant of today cannot hope for success by 
holding aloof from the associations of those in his own line 
of trade; and the small associations are rapidly learning to 
affiliate with the larger. 


Trained Men Forecast Trade Events. 


Present day merchandising problems are more difficult 
than those the hardware man has hitherto been called upon 
to solve, and the situation today presents such unusual 
phases that the best trained men in the country are forecast- 
ing trade events with more uncertainty than ever before. This 
fact should convince each of us that in his own store, with its 
ever-recurring problems demanding’ settlement, he needs the 
help of the leaders of the business, circumstances require that 
he should draw upon the experience of every other Texas 
hardware man. The purpose of every association is mani- 
festly to give the individual the benefit of the entire member- 
ship. The greater the membership, the greater the associa 
tion; the greater the association, the greater its benefit to each 
member. 

Shows How to Meet Mail Order Competition. 


Beset by the competition of the catalog houses, the de- 
partment store which sells hardware specialties, the five, ten, 
and twenty-five cent stores, chain stores, and the grocery store 
which carries hardware lines, the hardware man must indeed 
be a man of initiative and shrewdness to be successful. He must 
not underrate this competition, yet he must realize that it 
does not after all offer any unsurmountable obstacle to the 
live, independent dealer who sees that he can join forces with 
other dealers for the purpose of maintaining the advantages 
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which he has over competitors. The seriousness of the hard- 
ware merchants’ situation 1s augmented by the lack of capital 
and experienced men, by the fact that factories are today 
slower about making shipments on account of lack of material 
and labor, and railroads are slower than ever about making 
deliveries. The increased cost of advertising is also giving 
dealers much concern because of the advanced cost of paper 
and higher wages paid to labor. 
Favorable Factors at Work. 

There are, however, many factors which serve to offset 
these disadvantages. To speak of a single instance of increas- 
ing opportunity for the hardware man, we must call attention 
to the present country-wide gardening movement which is 
exciting so much public attention and is receiving the cordial 
support of the United States Government, which is. in fact, 
backing the movement with all its resources. “Every man his 
own gardener” is the slogan of the day, and this means an 
unprecedented demand for gardening tools and all the imple- 
With every city lot turned 
trucking area, the sale of implements promises to be one of 


ments used in trucking, into a 


The 


fast-spreading intelligent cultivation of great fruit and warden 


the greatest profit to the city and small-town merchant 


areas finds echo in the steadily swelling sales of tree prun 
trucking 
an increased canning industry, for the 


ers, garden tools, and spraying tools. Increased 


acreage also means 
American people are being urged to conserve as large a food 
fruit 
preserved for future use than ever before 


supply as possible; and more and vegetables will be 
All these signs 
of the times are so many mileposts which point to a prosper- 
ous season for the hardware merchant. 
Protect'on for the Legitimate Retailer. 
We shall be able to combine in such a manner that we 


can retain every advantage which we have over our many 


competitors. We should labor to secure a more liberal policy 
toward the retailer on the part of the manufacturer in order 
to meet the competition of the jobber who is also a retailer, 
and obtain by some method a policy which will place the legiti- 
mate retailer at no disadvantage in securing his goods. Then 
there is the chain store problem, pressing, because the chain 
store has the advantage in price, since it is plain that one 
store cannot buy in the same quantities as an organization 
Defense measures here point to the fact that there are two 
ways of meeting this situation. In many cities, syndicates for 
co-operative buying are formed through which a large number 
of merchants are able to place a volume of orders and get 
the best possible terms and discounts. Such syndicates have 
proved a big success in many instances, ard the number is 
increasing rapidly. 
Handle Advertised Brands. 

Again there are a great many manufacturers, particularly 
of trade-marked and advertised brands, who will not give 
quantity discounts, and by handling such brands as far as 
possible, you get advantage of the fact that they are widely 
this 


be success- 


advertised, and by further co-operation and featuring 
trade that cannot 
But 
whether the chain 


He should 


if you take advantage of your oppor- 


type of goods, you can build a 
fully attacked by quantity discount seekers the crux 
of the chain store situation is in the point 
store manager is as good a merchant as you are 
not be—he will not be— 
tunities and live up to your job. As a man with the ability 
to run an independent business you have certain distinct ad 
vantages that are not possessed by a man who is willing to 
work for another at a small salary. These are initiative, in 
dependence, and the ability to stand on your own feet. You 
have proved these qualities by the very fact that you are an 
independent merchant. 
Does Not Fear Chain Stores. 

and broad 


The chain store method, in fact, if intelligent] 


mindedly met, is the greatest advantage for the average dealer 


that ever happened to retail history, since the chain store 


movement has directed some of the greatest minds in business 


to the subject of small store retailing It has contributed 


a thousand new schemes and methods of distributing the 


commen necessities of life to the American public and has 
laid the entire results of 
before any retailer who has the 


Learn the 


its experimenting as an open book 


brains and the initiative to 


study and use them merchandising methods it 
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plainiv teaches. Go to school to the big business man who 
has gone into the chain store business—then beat him at his 
own game. Beat him, because he can’t hire as good a store 
manager as you are. 

Necessity of Organization. 

All this cempetition does not, by any manner of means, 
make us hardware dealers feel that our future is imperiled, 
but we do know that it means that the independent merchants 
must get together in the hardware line. as they have in other 
lines, forming large organizations through the headquarters 
of which much of the work of directing the organization for 
the independent owners can be conducted. Because Liggett 
owns a few hundred drug stores and sells specialties and drugs 
at cut prices has not had the effect of closing the drug stores 
owned by real, live, independent merchants. Instead such 
merchants have joined forces with hundreds of others in the 
\. D. S. or some other syndicate from which can be obtained 
service and volume prices in purchases. 

Advises Intelligent Buying. 

The future of the independent hardware retailer lies in 
expansion. He must learn to anticipate his requirements, and 
thus to a reasonable extent become his own jobber. His goods 
must come to him directly from the factory, at the factory 
prices, and when possible, eliminating intermediate handling. 
Many dealers are today assuming factory shipment quantities 
through jobbers because of the failure to anticipate their re- 
quirement at the proper time. The next vear will undoubtedly 
develop conditions which will cause the independent mer- 
chant to come to a quick realization of what he must do. He 
will be able to continue no longer doing business on the “day 
to day” plan. He will be forced to see the necessity of build- 
ing up for the future if he intends to stay in business. 

Outlook Is Bright. 

In my judgment, the retail hardware man will find an un- 
precedented opportunity during the next few years; I cannot 
see the future of the trade as other than bright For the 
many reasons which I have cnumerated, co-operation is, in 
my opinion, the only solution. 

Stand by Our Government. 

I believe that this organization is destined in the future 
to prove one of the greatest benefits to its individual members 
as well as to the community and country at large. Conclud- 
ine my remarks, | feel impelled to call your attention to the 
condition this country has been placed in, not by choice, but 
by necessity. It behooves us one and all, regardless of race 
or creed, to stand by our Government and by our President, 
who is the representative head of our country; and in so 
doing, we will win lasting peace and success 

An exceptionally clear and intelligible explanation of 
the highly important subject of Trade Acceptances 
Talley of the Federal Reserve 

It speaks well for the pro- 


was given by Lynn I. 
Bank at Dallas, Texas. 
gressiveness of the Texas Hardware and Implement 
\ssociation, that this topic was given unusual prom 
inence in the deliberations of the convention. Mr. 
Talley is recognized throughout the Southwest as one 
of the foremost authorities on the subject which he so 
ably handled at the meeting. 

The election of officers on the final day of the con- 
vention resulted in the selection of the following men 
to serve for the ensuing term: 

President: J. L. Swartrwoop of Vernon. 

lirst Vice-president: W. A. CLampitr of Kingsville. 

Second Vice-president: Oscar J. Rea of Clifton. 

Third Vice-president: J. H. JouHNson of Estelline. 

Secretary-Treasurer: A. M. Cox of Laredo. 

Board of Directors. 

Witt Lestiz of Sherman; Sam Jackson of Mexia: 
Ik. L. Catpwett of Corpus Christi; E. Prarcer of 
San Antonio; BLAND SmirH of Bonham; A. PRAEGER 
of Beeville; and Hueu Smirn of Haskell. 
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ANNOUNCES LADIES’ PROGRAM FOR 
CONVENTION OF ILLINOIS RETAIL 
HARDWARE ASSOCIATION. 


Realizing that the day has definitely gone by when 
women were considered unfit to participate in the 
industrial councils of their fathers and husbands, the 
Illinois Retail Hardware Association has perfected 
special arrangements for a ladies’ program during 
and before the Convention of that Association, Febru- 
1918, to be held at the Hotel 
Not only have plans been 


ary 18, 19, 20 and 21, 
Sherman, Chicago, Illinois. 
made to entertain the ladies in various ways and to 
arrange parties for visiting the shopping districts, but 
also to have them present during the deliberations of 
itself. The ladies’ program is as 


the Convention 


follows: 
Ladies’ Program Illinois Retail Hardware Association 
Convention. 
Monday, February 18, 1918. 
“Get to- 


&:00 P. M. Louis XVI Ball Room Hotel Sherman. 

gether” of Members and Exhibitors with their Ladies. 
CR WOON ogee se kawenssacnes President Jas. P. Brown 
DE. cc cada cee oniwalinseeeieaaieaue Lane Orchestra 

OD ka ts nels Uoweks be waeene pea aes Star Snangled Banner 

ee al ON cece ek al ae Reception Overture 
NN ING ok 5p Kahin ney SSK w wea Hazel Heimbeck 
EEO ER PRET Pee Charles W. Hitchcock 
0 eer ta eee ees Lane Orchestra 
IN 7 PN os a acousicgcasdise We Siena ale munel Kathryn Mills 
I ie A iia nism icin owl rae Hazel Heimbeck 
I So Ue oat oe O. Goetz 
NE: “I wo ecedsleion anand eas Frank Juhasz 
SI hon oa a Sac Sia ran he wlan anal dias Lane Orchestra 
I 0 ic 5 te cla wd bce Ame Reaiedicn uml ana are Connie Bemis 
Violinist. ..... AON Pe ont Ae ee Se: | -—_ | 
I oo ohcr ta cgi ke re a oe ace Hazel Heimbeck 
DG Se icsa cas souk eee oeuee see eee Lane Orchestra 


RRO rece tee ne enone at em King Rose March 
dios on birt atone Lane Tech Song 
10:00 to 12-00 PLM. 

Dancing. 

Tuesday, February 19, 1918. 

1-00 AL OM. 
Opening Session Convention. 
Ladies are invited. (No smoking.) 
P. M. 


Ladies’ 


2 
Reception and Entertainment, Italian Room, 
Hotel Sherman. Something fine for the ladies and at 
this time ladies will make their selection of Matine: 
and form groups to attend Matinee on Wednesday aft- 
ernoon. Every lady should attend so that she may 1x 
placed in proper group. 
Wednesday, February 20, 1918. 
A. M. 
Convention Session. 
Ladies are invited. 
P, M. 
Meet with proper.group and attend Matinee. 
Thursday, February 21, 1918. 


(No smoking. ) 


\. M. 
Convention Session. 
Ladies are invited. 
2:00 P. M. 
Ladies’ Committee will be pleased to arrange parties t 
visit the shopping district. 
8:00 P.M. 
Theatre Party, Ladies, Members and Manufacturers «1 
“The Palace.” 
Friday, February 22, 1918. 
Visit the Hardware Jobber and Manufacturer wit! 
your husband. 
Entertainment Committee. 
G. G. Engelhardt, Chairman. 
Allan J. Coleman Pritchard Stewart 
A. Vere Martin Fred Ruhling 
S. J. Koehler Grant W. Porter 
H. FE. Gnadt Martin Engelhart 
John Schuberth. 
Ladies’ Committee. 
Mrs. John Schuberth, Chairman. 
Mrs. S. J. Koehler Mrs. B. J. Hawkins 
Mrs. G. G. Engelhardt Mrs. John Hora 
Mrs. Fred Ruhling Mrs. Grant W. Porte: 
Mrs. Wm. Powers Mrs. Ed. Meier 
Mrs. Geo. A. Engelhardt Mrs. W. P. Costell 


(No smoking. ) 
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AUTOMATIC DOOR FIXTURES PREVENTS 
PANICS. 


In places where large numbers of people come to- 
gether, such as schools, theaters, assembly halls, etc., 
it is of the utmost importance that the proper means 
be provided to prevent accidents and panics due to 
closed doors. In fact, it is so imperative that legisla- 
tion along this line has been enacted by practically 
every state in the Union. The number of lives that 
have been lost in panics due to locked doors is far too 
great to allow the repetition of such calamities. In 
the city of Chicago one of the greatest disasters was 











Corbin Automatic Anti-Panic Exit Fixtures. 


caused by closed doors in a large theater. Many times 
have innocent school children been killed because of 
the lack of means for opening exit doors. It 1s true, 
the people are usually instructed as to what exits to 
use in case of any disturbance, but if these exists are 
not able to be opened without delay, they are useless. 
Exit doors must have appliances which will enable 
way 


Corbin, manufacturers, have realized the importance 


them to be opened with the slightest effort. 


of this fact, and have devoted considerable time and 
Their ef- 


forts have not been in vain, and the result is the Corbin 


effort to perfect an anti-panic equipment. 


Automatic Exit Fixtures, shown in the accompanying 
illustration. The manufacturers have taken into con- 
sideration the fact that as soon as a disturbance arises 
in a crowded place, the people always push against the 
doors. These fixtures are made so that the slightest 
pressure against them automatically causes the door 
to open. The Corbin Automatic Exit Fixtures for 
entrance doors are never locked from the inside. Pairs 
open and close independently. Pressure on the cross 
bar opens the doors. The fixtures for exit doors have 
nothing on the outside. They are also opened by a 
slight pressure on the cross bar. Inasmuch as fixtures 
of this kind are necessary for public safety, and are 
demanded by law, hardware dealers can perform a 


service to the community by selling them. [ull in 


formation may be obtained by addressing I’. & F. 
58-60 West Lake Street, Chicago, Illinois, 
or at Philadelphia, Pennsylvania; New York City; or 
New 


Corbin, at 


britain, Connecticut. 
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SAYS NEW CRUMB SWEEPER IS A TABLE 


NECESSITY. 


Cleaning the crumbs off of the table seems to many 
people a very trivial matter. Yet, housewives say that 
they are caused more inconvenience by this seemingly 
Col 


lected crumbs are often exposed to view, expensive 


simple task than by other more difficult work. 


table cloths are ruined, and guests are inconvenienced. 
A device has just been perfected, however, which, 
This 


device, an illustration of which is herewith shown, is 


it is claimed, will do away with all this trouble. 
called the Wilmort Crumb Sweeper. It is manufac- 
tured by the Wilmort 
South Clinton Street, Chicago, [linois. 


Manufacturing Company, 9 


It is said that this sweeper collects all crumbs in 
stantly and noiselessly when moved over a table cloth, 
and practically no effort is required in its operation. 
This device is also declared to be quick, sanitary, pleas 


Wimort Crumb Sweepr 


ant, and convenient. Furthermore, this crumb sweepe! 
is, according to the manufacturers, an article of beauty, 
and will make an attractive addition to a serving table, 
sideboard, etc. It is asserted that the Wilmort Crumb 
Sweeper is well designed and made, the construction 
The 


little wheels are equipped with one-fourth inch tires 


heing very simple and the few parts, substantial. 


of the softest and highest grade Vara rubber, and it 
is maintained that no surface will be marred by run 
the collected 
crumbs the cover is simply lifted off and the crumb 


ning the sweeper over it. To remove 


Dealers are advised to write to the 
this 


sweeper inverted. 


manufacturers for particulars regarding new 
article. 
“*- 


PATENTS A WASHING MACHINE. 


Under number 1,253,751, United States patent rights 


have been granted to Henry M 
Vaughan, Newton, lowa, for a 
washing machine described 
herewith 

vashing mac hine, i rotatablh 
mtainer having a pivot on on 
‘nd and mounted to swing to and 
tro on said pivot, an endle a 


ina 














elong 
ted racks. pinion on the adjacent 
d of the container in mesh with 
tid rack, said rack being curved 
n ali ar vhose center is the pivot 
] ontainer, and mechanist 
dapted to rotate uid = =container 
lo ! ultaneous] Cause “al pinion 
to ft cr s¢ id cl 
“*- 


lf folly were a pain, there would be groaning in 


every house from one end of the land to the other 
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INDIANA RETAIL HARDWARE DEALERS HOLD 
BIG STATE CONVENTION. 





Confidence in the power of American business to 
weather the severest storms which may assail it was 
notably evident in the seventeenth annual conven- 
tion of the Indiana Retail Hardware Association, 
which met January 29, 30, and 31, 1918, at the Ger- 
man House in Indianapolis, Indiana. The meeting 
was formally opened by N. R. Stoner of Rochester, 
Indiana, president of the Association, who spoke 
eloquently upon the need of a sturdy uncompromising 
Americanism with which to offset the dangers of 
Prussian autocracy. He said that the last year had 
been a very trying one because of rapid advances in 
prices, which caused the dealers, in replenishing their 
stocks, to go down into their pockets. ,He did not 
believe the top had yet been reached in many lines. 

“TI believe for two years at least, after the close of 
the war,” he declared, “we will see the highest prices 
that have ever been known in this country, not only 
in the hardware line, but agricultural products, labor 
and every line, so I do not think we need be afraid to 
keep our stocks up to standard.” 

He told of a farmers’ and 
Rochester with a paid secretary, which he said had 
been a good thing for the city. The club has a credit 
and collection department which has proved very 
Much of his address was devoted to the war 


merchants’ club of 


helpful. 
and to an excoriation of the ruthlessness of Germany. 

Frank Baackes, of Chicago, vice-president and gen- 
eral sales agent of the American Steel and Wire Com- 
pany, discussed “War and Business.” Mr. Baackes, 
who is of German birth, and whose three sons are all 
in the American army, would not venture to predict 
the tendency of prices, for in wartime there was no 
telling what might happen. What the American peo- 
ple should realize and what they do not realize as fully 
as they should, he said, was that “we are in a great 
and difficult war that is still far from being won.”’ 

“We must win this war,” he said. He thought it 
folly to talk about business as usual, for in wartime 
that condition could not obtain. Our business was to 
win the war, he repeated. 

“Woe to the foreign born American who betrays 
the splendid trust reposed in him,” he said. 

“Woe to the man who regards his American citizen- 
ship merely as a convenient garment to be worn in 
fair weather, but to be exchanged for another one in 
time of storm and stress. 

“Woe to the German-American, so-called, who in 
this sacred war for a cause as high as any for which 
ever people took up arms, does not feel a solemn call, 
does not show an eager determination to be in the 
front of this struggle, does not prove a patriotic jeal- 
ousy in thought, in action and speech, to rival and 
outdo his native born fellow citizen in willing sacrifice 
for the country of his own choice and adoption, and 
sworn allegiance, and of their common affection and 
pride. 

“As Washington led the Americans of British blood 
to fight against, Great Britain; as Lincoln called on 
Americans of the north to fight their own brothers of 
the south; so Americans and Americans of German 
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descent are now summoned by President Wilson to 
join in this great struggle against a people whose sole 
ambition is world conquest, under the great evil spell 
of a dreadful obsession, which has made itself the 
enemy of this peace loving nation, as it has the enemy 
of peace, right and freedom throughout the world.” 

At the Columbia Club the evening of Tuesday, Jan- 
uary 29th, the officers of the Indiana Retail Hardware 
Association were entertained by the American -Steel 
and Wire Company. 

The convention closed Thursday, January 31st, with 
all the delegates firmly resolved to put forth their best 
endeavors to profit by the many advantages which the 
three-day session had placed within their reach. 

+o 


NEW HANDSAW DOES DOUBLE DUTY. 


Every carpenter always has on hand a great many 
tools of different kinds for use in his work. All of 
these tools are, of course, necessary and important. 
However, there are some which are used more than 
others and are, therefore, considered more important. 
Of all the tools in his kit, the carpenter considers his 
handsaws, one for ripping and one for sawing, the 
most essential. Handsaws are also important in all 
general work such as the making of forms for con- 
crete buildings, railroad work, millwright, farm work, 
studding up houses, etc. This kind of work involves 
a great deal of crosscutting and ripping, as well as cut- 
ting at an angle. The latter partakes of both crosscut- 
ting and ripping. It seems, however, that just because 
so much importance is attached to crosscutting and 


\ ; 
\ 


\ \ 


VVWVW Ve Wri 


Section of Tooth-Edge, Disston Double Duty Handsaw. 
ripping handsaws, there is great trouble connected 
Considerable time is lost during the 
Again, either 


with their use. 
day in picking up one, then the other. 
the rip or the crosscut saw may not be near at hand, 
and further, neither of these two gives the highest re- 
sults in sawing at an angle. 

Realizing the importance of the handsaw, and know- 
ing the necessity for doing away with the bother aris- 
ing from using a separate one for crosscutting and 
ripping, Henry Disston and Sons, owners of the Key- 
stone Saw, Tool, Steel, and File Works, Philadelphia, 
Pennsylvania, have devised an entirely new handsaw 
which is made to perform both crosscutting and rip- 
ping. It is called the Disston Double Duty Saw. The 
accompanying enlarged illustration of a section of the 
tooth-edge shows the character of the combination of 
teeth in this saw. It will be noted that the tooth-edge 
consists of a special combination of rip and crosscut 
teeth, each section separated by a deep gullet. When the 
saw is used for crosscutting, the rip teeth act as clean- 
ers. That is, they clear out the kerf. In ripping there 
is double action, the crosscut teeth make a scoring cut 
on each side of the kerf, which enables the rip teeth to 
cut clean, with greater ease and rapidity not only in 
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ripping, but in cutting on an angle or diagonally across 
the grain, which is claimed to be its specialty. 

Many practical tests have been applied to this saw, 
and it is declared to have proven itself superior to 
other patterns for use in general construction work 
of all kinds. A descriptive circular and all other de- 
sired information will be furnished by the manufac- 


turers without obligation. 
ith amconmealiliials 


CALENDAR OF THE HERCULES POWDER 
COMPANY IS A WORK OF ART. 


The spirit of the sportsmen of America who are so 
gallantly exchanging their sporting arms for service 
rifles, and parting from the faithful dog companions 
of happier days a-field, is eloquently expressed in the 
calendar issued to the trade by the Hercules Powder 
The picture repre- 





Company, Wilmington, Delaware. 
sents a soldier in fatigue uniform holding his rifle in 
his hand, and standing at the gate leading from his 


home. A Gordon setter is looking wistfully into his 


face. The poignant significance of the group is ex- 
pressed in the legend beneath the picture: “Not This 
Trip, Old Pal.” Copies of this touching picture and 
calendar will be sent to retail hardware dealers upon 
request. 


THROUGH FIRE. 


eo, 


CHICAGO FIRMS SUFFER 


The American Screw Company, the T. J. 
Manufacturing Company, and the Coburn Trolley 
Track Company, all located between 65 and 69 East 
Lake Street, Chicago, Illinois, suffered losses through 
damage by water during the fire which broke out Jan- 
uary 30th in the neighboring building. 

e+ 


TELLS WHAT A: WINDOW DRAW IS. 


Bowler 





There seems to be rather a mistaken view as to what 
constitutes a window draw. Many experts have for 
some time past used arrows, tapes of brilliant colors, 
hands pointing inward, and various leads intended to 
direct onlookers’ attention to the window, or, more 
correctly speaking, to the contents of the window. 
Others have noted the pulling force of such window 
leads and have copied them in an aimless sort of way, 
without apparently grasping their real significance. 
In a hardware dealer's window, recently, some long 
arrows made of cardboard were used, slanting down- 
ward from the roof, and shooting upward from the 
window bottom, hanging and pointing aimlessly in 
space; apparently the window dresser had seen what 
he called a smart idea in some other shop, thought he 
would adopt it, but did not fully understand that these 
pointers to be effective must aim directly at some lead- 
ing lines in the window. 

A window dressed to attract should contain at least 
one article, or one group of articles, standing out con- 
spicuously from everything else, either in quality, 
price, or usefulness, and the window leads should aim 
at carrying the line of sight to that particular spot 
from whatever side the visitor approaches. A well 
known firm in Pennsylvania had recently a bargain 
sale. In their windows was a poster illustrating a 
large star, from each point of which was a ribbon, 
with the notice, “Follow the Ribbon,” and those 
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starred extensions were carried to a real bargain in 
different parts of the window. The ribbon was tied 
on to the article, and there could be no mistake. 

The sale proved a great success. Bargain sales 
have been very much in evidence during the last two 
or three weeks, and although they are not much in 
favor with hardware merchants, there is a real advan- 
tage in clearing out now and then. One dealer in a 
Chicago suburb has been trying the plan, following 
the lead of his neighbors. He says he has sold noth- 
ing out of his window but what he would have sold 
without having labeled it “A Bargain Sale.” 

As it was pointed out to him, the fault was entirely 
his own—there was not a single bargain in the win 
dow. There was no lead to guide prospective cus- 
tomers to any one point and nothing to induce them 
to buy at that particular time anything they might see 
but have no special use for at the moment. A real 
bargain sale requires a good lead, good goods, and 
good salesmanship. If these essentials are attractively 
combined, the hardware dealer can make quite as much 
out of his window as any other tradesman, a fact 
which he will do well to bear in mind when preparing 
his window dressing schemes for the coming spring 
season. He will very soon have an opportunity of 
testing his abilities in dressing an early garden tool 
window, and will be well advised if he has a central 
attraction and a direct lead to it. 





IS A SOURCE OF ADDITIONAL PROFITS. 


There are two equally good reasons why hardware 
merchants should give serious thought to the question 
of installing machinery for 
sharpening safety razor 
blades. The first, of course, 
is that of direct profits from 
the operation of such a ma 
chine. But the second reason 
is, from some angles, even 
more important than the first. 
It is a reason based upon ac 
service 


commodation and 


vital elements 


The hardware 


which are the 
of good will. 
dealer who sells safety razors 





and safety razor blades has 
Hatfield Grinding Machine. the advantage with such an 
installation of bringing the customer back again to the 
store, of impressing upon him the many conveniences 
of the store’s service to its patrons, and, therefore, 
establishing a new link in a strong chain of personal 
relationship with its customers. 

The immediate profit in dollars and cents is a wel- 
come addition to the income of the store. The indirect 
profit from the installation of such a machine as, for 
example, the Hatfield Grinding Machine for sharpen- 
ing safety razor blades, illustrated herewith, are dis- 
tributed over every department of the business, This 
machine sharpens all makes of safety razor blades as 
well as other cutlery. It is made by the Hyfield Manu- 
facturing Company, 21 Walker Street, New York City, 
who will gladly furnish full particulars to interested 


dealers. 
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TRAP SHOOTING AND GUN CLUBS 
ENCOURAGE PATRIOTISM. 


Now that our country has entered into the greatest 
and most terrible war in the history of nations, the 
people are beginning to realize the vital importance 
of preparedness on the part of every individual as well 
as on the part of the nation as a whole. Of course, 
it is true that the brave boys who have gone and are 
going across, are, at the present time, bearing the brunt 
of the great task now confronting the nation. But this 
does not mean that those who do not go across right 
at the start have nothing to do but sit around and idly 
watch the progress of the war. 

It does not mean that those men and boys who have 
not yet been called to the training camps need know 
nothing about the rudimentary principles of warfare, 
as, for example, the handling of a gun. Yet, when we 
investigate, we find that the number of people who are 
ignorant of this simple though important principle of 
warfare is appalling. It is the duty of those who are 
unprepared in this respect to find out how and where 
they can learn to be useful to their country, to be 
ready in case of emergency. One very simple and 
yet interesting way is to join a trap-shooting or gun 
club. They are springing up all over the country. 
ie. I. du Pont de Nemours & Company, of Wilmington, 
Delaware, is conducting a campaign to encourage this 
patriotic sport. A school has been established at At- 
lantic City, New Jersey. Incidentally, this is of inter- 
est and value to the hardware man who deals in shells, 
targets, trap equipments, sporting goods, etc., inas 
much as it helps him sell his supplies. ‘The Company’s 
advertisement appearing on another page of this issue 
of AMERICAN ARTISAN AND HARDWARE REcoRD con- 
tains a coupon which it would be worth while for the 
dealer to notice. This coupon has on it the names of 
subjects which interest different classes of people. By 
marking X before the subject which interests him 
most, and mailing the coupon to EF. I. du Pont de Ne- 
mours and Company, Wilmington, Delaware, the 
dealer will receive full information without any delay 
or inconvenience whatsoever. 


ee 


RETAIL HARDWARE DOINGS. 





Arkansas. 

H. E. Stall of Oxford, Mississippi, is opening a hard- 
ware store in Earle. 

The X. V. Ferguson Mercantile Company has purchased 
the stock of the Searcy County Hardware Company at 
Marshall. 

Idaho. 

The hardware store of Harry Kinnear at Bonners Ferry 
was destroyed by fire. 

Indiana. 

The Russiaville Hardware Company, Russiaville, has 
been incorporated with a capital stock of $12,000 by O. H. 
Long, Thomas Mewlin, Charles E. Carter and L. J. Newby. 

lowa. 

Schilling Brothers at State Center have sold their hard- 
ware stock to Arthur W. West. 

Thomas E. Mason and Company’s hardware stock at 
Pringhar has been purchased by A. C. Schroeder. 

George Sies has bought the C. P. Wilson hardware stock 
at Marengo. 

R. K. Curtis, Valley Junction, has purchased the hard- 
ware business of R. L. Walton. 

The hardware firm of Ruser and Ehrke at Wheatland 
has been dissolved, John Ruser continuing the business. 

Ole Opheim has bought the interest of Albert Kirchof 
in the West Side Hardware Store at Humboldt. 
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J. C. Myre has sold his hardware store to C. A. Feld 
at Joice. 
W. D. Bridges has purchased the interest of his brother 
in the hardware store at Montour. 
Kansas. 
Fred Rohlfs has re-purchased his hardware store at Lin- 
colnville from M. Baum. 
The name of the Alva Clapp Hardware Company, Atchi- 
son, has been changed to the Roy Linley Hardware Company. 
Charles H. Stewart has sold his stock of hardware at 
Hazelton to the Mackey McBrayer Lumber Company. 
John Baker of Rich and Baker at Edna has sold his 
interest in the hardware store to Clyde Tilton. 
Kentucky. 
The Hazard Hardware Company, Hazard, has increased 
its capital from $5,000 to $15,000. 
Minnesota. 
Fred Gruise has sold his hardware store at Belle Plaine 
to G. H. Wolf. 
. A. Jeffers has purchased the hardware business of 
L. G. Prahl at Brownton. 


Missouri. 
The Gilmore Hardware Company, Rockport, has pur- 
chased the hardware and implement stock of Weidman 
Brothers. 


J. A. Dice has sold his hardware and implement business 
at Warsaw to C. E. Puthuff. 

Carl and Earl Hamilton, Bethany, are preparing to open 
a hardware store about the middle of February. 

Richard Watson of the Lane-Watson Hardware Com- 
pany, Joplin, has disposed of his interest in the concern to 
Rufus Lane, who is now the sole proprietor. 

Nebraska. 

W. H. Haywood, Bushnell, will engage in the hardware 
business. 

A new hardware store will be opened in Columbus by 
W. L. Boettcher. 

North Dakota. 

Andy Weber. has sold his hardware store at Ashley to 
Gottlieb Becker. 

Nelson, Harry and Clarence Schulstad have purchased 
the hardware store of their father, Ludwig Schulstad at 
Reynolds. 

Ohio. 

The Schroeder-Beckwith Hardware Company, Cleveland, 
was incorporated with a capital stock of $25,000 by John A. 
Nally, M. C. Nuddleman, F. L. Carson, E. G. Nally and K. M. 
Knale. 

Oklahoma. 

R. H. Hillery of the Hillery Hardware Company, Co- 
manche, and his brother Frank, are opening a hardware store 
at Ryan. 

R. M. Néal has purchased the hardware stock and busi- 
ness of S. A. Key at Chandler and will continue business at 
the S. A. Key location on North Manvel Street. 

J. W. Scanlon has disposed of his hardware business at 
Marietta to the Hardy-McKinney Hardware Company. 

The C. K. Thomas Hardware Company, Sparks, has been 
incorporated with a capital stock of $4,000 by C. K. Thomas, 
R. P. Thomas and D. E. Thomas. 

D. E. Thomas and Company have leased the Curtis 
Building in Prague and are putting in a stock of hardware. 

E. D. Glasco of the Smith-Glasco Hardware Company 
at Purcell, has sold his interest to A. L. Smith. The firm will 
now be conducted under the name of Smith Brothers Hard- 
ware Company. 

W. J. Engler has added a stock of hardware to his line 
of general merchandise at Hardwood. 

J. E. Roberts has disposed of his stock of hardware at 
Wapanucka to S. O. Youngblood. 

The Morehead Hardware Company has opened for busi- 
ness in the Farmers Store Building at Purcell. 

The hardware stock of W. M. Moore and Company at 
Davis has been sold to J. W. Craughon and Wyatt Chigles 

South Dakota. 

Black Brothers have sold their hardware 

Store to D. M. Warford. 


store at Bis 


Texas. 

T. H. Jones of Maypearl has bought an interest in tl 
Waxahachie Hardware Company at Waxahachie and has 
been elected vice-president and general manager. 

Herbert Finch has acquired an interest in the hardwar« 
firm of W. H. Richardson and Company at Austin. - 

The E. L. Wilson Hardware Company, Beaumont, wi!! 
hold a meeting to consider increasing its capital stock. 

Wiscons'n. 

O. H. Burmeister has sold his hardware store at Mid 
town to the Victor Brothers of Muscoda. ; 

The firm of Sumner and Morris Hardware Compan) 
Madison, has dissolved partnership, A. Bresse Morris con- 
tinuing the business. 

Tilden Brodt has bought the Clifton hardware storé 
Bagley. 

E. C. Hanson has purchased the interest of his partner. 
O. B. Johnson, in their hardware business at Blair. 


We. 
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AUTOMOBILE 





SOLD BY HARDWARE DEALERS 


ACCESSORIES 








The Sidel-Rattner Manufacturing Company, 18 
Dunham Place, Brooklyn, New York, has been incor 
porated with a capital stock of $12,000 to manufacture 
automobile accessories by R. Sidel, C. D. Brandt and 


C. Rattner. 


“eo — 


THE TOP OF THE CAR DEMANDS THE MOST 
CAREFUL ATTENTION. 


The value of an automobile is often judged by the 
appearance which the top of the car presents. It is at 
good policy, therefore, both for those who wish to 
sell their cars, and for those who wish to keep them, 
to see to it that the top is made of the proper mate 
rials. The pyroxylin coated top materials are recog 
nized as the best, with rubber type a close second. 
made by E. I. Du Pont De 
Wilmington, Delaware. 


These materials are 
Nemours and Company, 
They cost somewhat more, but repay in the long run 
by their length of service as well as their elegant ap- 
pearance, which can be maintained indefinitely with 
very little care. 


~~ -— 





HANDY MOTOR WRENCH IS GREAT AID TO 
AUTOMOBILISTS. 


\When the owner of an automobile, a motorcycle, 
or a motor boat goes out for a good time, he always 
carries with him in his kit a large assortment of tools 
for every purpose. lIlowever, it often happens that 
when the occasion arises for the use of those tools, 
through some strange trick of fate, they break. It 
usually happens, also, that the place where the catas 
trophe occurs is miles away from relief of any sort. 
There is a way, however, to prepare one’s self against 





Bemis & Call Model Number 80 Motor Wrench. 


the danger of tools breaking, and that is by using tools 
that absolutely will not break. Automobilists will say, 
“That sounds fine, but are such tools made, and, if 
they are, where can they be gotten?” 

The Bemis & Call Hardware and Tool Company of 
Springfield, Massachusetts, claims that its \lodel Num 
ber 80 Motor Wrench, shown in the accompanying 
illustration, is one tool that positively is durable. It 
is useful on automobiles, motorcycles, motor boats, 
gasolene engines, and for all other purposes where a 
thin, strong, adjustable wrench is required. The head 
of this wrench is set at an angle of 22 degrees, and is 
provided with a straight handle. On account of the 
special design, rigid strength is given at a point where 


the usual type of offset head adjustable wrenches are 
apt to break. The jaws are thin enough for check nuts 
and close contracted spaces, and are adapted for hexa 
gon as well as square nuts. lull details together with 
size and price list can be obtained by writing to the 
manufacturers. 

oo 


SIMPLE NON-FREEZE SOLUTIONS CAN 
USED ON RADIATORS. 


BE 


\utomobilists are very much interested in solutions 
that will guard against frozen radiators. The follow 
ing are some very simple ones which are said by the 
men who make them to have been used with excellent 
Number One: Dissolve ten pounds of com 


Then add a pound 


results: 
mon salt in six gallons of water. 
of baking soda. No alcohol need be used unless the 
temperature reaches 5 below; then 5 per cent of al 
cohol may be poured in at the filler cap. 

Number Two: Corn sirup or glucose will protect 
the radiator down to about 10 degrees below freezing, 
using two parts of sirup to one part of water. le 
low 22 degrees, Farhenheit, the sirup is a good sub 
stitute for glycerin, which now is almost unobtainable 
\dd the same amount as you would of glycerin to your 
ale iol solution, and it will retard evaporation 

+o: 
“WATCH SPARK PLUGS” IS GOOD ADVICE 
TO AUTOMOBILISTS. 


The dealer who has as his sole objects in life the 
disposing of his goods and the gathering in of his cus 
tomer’s money, will very soon learn that he is not able 
to attain those objects, He will find out that he ts 
neither able to sell his goods nor take in any profits 
But, on the other hand, the dealer who besides being 
anxious to sell his goods and make money, 1s also in 
terested in the welfare of his customers, able 
to sell his articles, and build up a prosperous business 


It is good policy for dealers to give their buyers help 


will be 


ful hints on the proper care of the articles which they 
sell. 
bile accessories may give the purchasers advice on 
(One 


lor instance, hardware dealers who sell automo 


what to do to keep their cars in good condition. 
very helpful suggestion along this line is to watch the 
It is a good plan to occasionally re 


spark plug gaps. 
This should 


move the spark plugs and test their gaps. 
be done with a gauge and not with a dime, as sug 
gested by With some 
types of plugs the action of the intensified current, the 
()ften this increase 


some instruction books, etc. 


burning action, increases the gap. 


is very slight, but it may be sufficient to be the cause 
of hard starting or that troublesome miss at low en 


gine speeds. Too small is better than too large a gap, 


particularly where cranking by hand is done, and when 
’ ‘ -~] 
the source of current supply is mechanical 
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ADVERTISING: CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 








KEEP AN ADVERTISING SCRAP BOOK. 


You will find time used in keeping up an advertising 
scrap book mighty well invested. Watch home and 
the big city papers for advertisements containing good 
ideas. Paste these in your scrap book. When the 
same season next year comes around your scrap book 
will suggest suitable sales and features for it. 

This scrap book will also check your memory and 
guard against delay in starting your advertising for 
holidays, openings, department sales, etc. 

* * * 

As a rule people do not like to read fine print. Un- 
less they are interested in a subject, or unless their 
attention is strong- 
ly dominated by 
the appeal of con- 





words in 
type, they 
are not likely to 
pursue the 
sage of an adver- 
the 
laborious by-paths 
type. 


necting 
bigger 
mes- 
tisement into 
of 6-point 


the 
apparent 


This is flaw 
which is 
in the otherwise 
good _ advertise- 
ment of the Bath- 
urst Stove Com- 
pany which  ap- 
peared in the Janu- 
ary 20, 1918, issue 
of the Kansas City 





Gas, Coal 
or Both 


Can Be Burned in This Stove 
4 Coal Burners—5 Gas Burners 

It’s the correct answer to the f¥el_ situa. 
tion we meet each winter. Every possible 
convenience has been built right into it 
Combination prices, 





$54 to $80 Star, and occupied 
See ovr complete line of Kitcheo Cabinets, é 
Gas Stoves, Coal Ieaters, Ranges and West- a single column, 
inghouse Electric Ranges. Complete stock of 


Oil Stoves. 


Bathurst Stove Co. 


1232 Walnut St. 
514 Minnesota Ave. 


five inch space. In- 
asmuch as the illus- 
tration at the head 
of the text does 
not convey an ac- 
curate idea of the stove’s equipment, the room 
which it takes up—more than half of the advertisement 
—could be utilized to much more advantage by a bet- 
ter display of the descriptive sentences of the adver- 
tisement. The wording of the advertisement is clean- 
cut and convincing. To be more effective, it needs 
only to be set forth in more legible type. The state- 
ment of range of prices is commendable. 
* * * 











Only critics whose livers are chronically out of 
order take any delight in finding fault. Destructive 
criticism is rarely helpful. To place too heavy a stress 
upon minor imperfections is to produce irritation 
instead of education. The normal person resents hav- 


ing his shortcomings distorted out of all proportion to 
their relative importance. No one is really aided by 
this sort of thing. On the contrary, much ill feeling 
and, in many cases, discouragement are the conse- 
quences. All this is said by way of preface to the 
pleasurable task of pointing out the many excellencies 
in the advertisement of the Bunting Hardware Com- 
pany which appeared in the Kansas City Times, and 
is here reproduced for the advantage of copy writers 
and others. It will be noted at the first glance that 
the firm’s name is printed with a distinctive logotype. 

This helps particularize the name in the memory of 
prospective customers who read the advertisement. 
The line in italics immediately under the name ade- 
quately calls notice to the time limit set upon the sale 
prices. The advertisement is sufficiently illustrated. 


Each article is persuasively described in the right 


Aadune 


Q1O0-17-14 WALNUT S7. 
Sale Prices in Effect Today and Tomorrow 





Hand Saw 410 Gauge Gun 
26-inch blade of extra 
refined steel, highly 
polished, assorted 


int a very High grade tool, 
nana at $) 30, special | . | 
All-Steel Hatchet 


High carbon stcel blade, oil 
re-enforced steel 


A dandy rabbit, squirrel and small game 
gun for all year use; the most popular gun 


made; price today and Saturday, 
oply sat seweetbe . a 
handle, which will not break 


or become loose; spe- 43 Skates 
—_ cial eee eee Cc 
. 
Wrecking Bars Pet, 
Special tempered steel; heary nickel plated; 
ie rocker runner; screw clamp Ice Skates for 


Forged from hexagon tool steel; % inch to fancy skating; $3.75 value 
diameter: hardened ends, one with chisel De? scubetinteenvnewekecsneut ] 


points, the other with claw; regu- 
estentee C Ladies’ Steel Ice Skates with 
beel straps; $1.75 value for.... 1] 


lar price 90c, special 

Buckeye Incubators 
To be patriotic this year you must 
raise chickens. The Buckeye way 
is guaranteed. Ask for catalogue. 


tempered , 





Folding Drawing Knife 
Improved folding handle Drawing 
Knives, razor blade; 8-ifch; regu- 


SO cecesesessaceenseQhe 


This Store Remains Open Saturday Nights Until 9:00 














number of words and with convincing phrases. As an 
example of powerful copy, the second article in the 
advertisement deserves particular mention. The ordi- 
nary hatchet is a standing joke with the average house- 
hold. Once in a great while some more than usually 
persistent individual succeeds in cutting hot butter 
with it. It holds an edge about as long as a snowball 
maintains its contour in a bonfire. An all steel hatchet, 
of high carbon steel blade, oil-tempered, reinforced 
steel handle which will not break or become loose is 
the realization of the most vivid dreams of hatchet 
users. This advertisement of the Bunting Hardware 
Company merits praise for its clear statement of 
prices. The final article mentioned in the advertise- 
ment is cleverly presented from the patriotic angle. 
There is no exaggeration or any hint of insincerity 
and self-seeking in the way the appeal is expressed. 
Taken all in all, the advertisement ranks high in con- 
structive values. It serves as a model well worth the 
study of hardware dealers. 
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HEATING AND VENTILATING 








DELIVERS AN ADDRESS ON THE 
CONSERVATION OF FUEL. 


An exceedingly interesting speech was delivered by 
William Mackay of New York City on the im- 
portant and timely subject of fuel conservation at the 
annual meeting of the American Society of Heating 
and Ventilating Engineers held in the Engineering So 
suilding, 29 West Thirty-ninth Street, New 
A detailed account of the meet- 


cieties 
York City, last week. 
ing appeared on page 32 of AMERICAN ARTISAN AND 


HarDWARE Recorp of January 26, 1918. Mr. Mac 


kay’s speech follows: 
Conservation of Fuel. 
3y Wm. M. Mackay, New York. 

At a time when our Government is urging the conserva 
tion of all commodities, it would seem that we, as heating and 
ventilating engineers, could materially aid in the conservation 
of fuel used in heating systems. Regardless of the increased 
production of coal and owing to the large demand for gov- 
ernment and other purposes, there is a shortage of coal reach- 
ing into millions of tons. Lists of rules for obtaining best 
results and greatest economy in operating heating apparatus 
have been issued. 

Our European friends, on visiting our country, complain 
that we overheat our homes and public buildings, and that a 
lower temperature would be more conducive to health and 
comfort. In Great Britain and Canada, it is rare to find 
buildings heated to a higher temperature than 60 to 65 degrees 
Fahrenheit. I believe that in our public schools better and 
more healthful results have been obtained at a temperature 
of from €5 to 68 degrees Fahrenheit than at higher tempera- 


tures, and some have stated that even lower temperatures 
would be more beneficial. 
While all makers of heating boilers intend that their 


product shall be efficient and economical, I have found cases 
where they were positively wasteful, lacking in heat absorbing 
surfaces in proportion to their grate area, a poor construc- 
tion of grate, and an upward fire travel. It is a well-known 
fact that an ordinary heating stove having only a direct draft 
will consume 50 per cent more coal and produce 33 per cent 
less resuts than will the same size stove with a return flue 
I have operated heating boilers on a direct draft and have 
found that when operated in that way they consumed over 
20 per cent more fuel and gave fully 20 per cent lower re- 
sults. And still a number of heating boilers have only a 
direct draft, while some are fitted with faulty grates which 
pass considerable live coal with the ashes, when shaken, and 
this with an ordinary attendant would mean a waste of fuel 

I know of an eight-room school building in New Jersey, 
where the consumption of coal in two sectional heating boilers 
was 75 tons per heating season, for several years. Later the 
building was enlarged, twelve additional rooms being added, 
and new and larger boilers were installed with the enlarged 
System, and the consumption of coal has averaged 65 tons for 
the past twelve years for heating twenty rooms—or about ten 
tons less than was formerly used in the same building to heat 
eight class-rooms. I might add that with both installations 
there was the same system of ventilation and the same vol- 
ume of heated air entering and being drawn out of each 
school-room. 

I know of a large apartment house in New York where a 
a sectional boiler gave questionable results, and consumed a 


large amount of coal. This boiler gave out and was replaced 
with another make of sectional boiler and the owner states 
that the latter boiler, while giving better results, has consumed 
“0 per cent less fuel during the past ten vears than did the 
former boiler that was removed. 

I mention these two cases that have come under my notice 
to show that we as heating and ventilating engineers can aid 


our clients by selecting boilers and warm air _ heaters 
that we know will be economical in fuel consump- 
tion. I find that a good deal of discomfort and 
waste of fuel is occasioned by the practice of damp 


ing the lire at night, and that it requires double the amount 
of fuel to raise the temperature in the morning that is saved 
by damping the fire at night. Florists that their 
plants will wither and die with a variation of 5 degrees in tem- 
perature, run their fires only at night, banking them in the 
| have found 


who find 


daytime when necessary to prevent overheating. 
that my own heating apparatus, which is a fair sized one, gives 
better results, greater economy oi fuel, and requires less at- 
tention when run uniformly day and night 

I believe that we engineers should select and recommend 
only such apparatus as we know will give best results, rather 
than low first cost of apparatus, and that we should at this 
time consider carefully such apparatus as is now being con- 
structed for the burning of the cheaper grades of anthracite 
and bituminous coal within the legal requirements, as by the 
use of such devices we can aid our Government while bring- 
ing comfort to our clients at fuel, I find 
that a frequent mistake of the consumer is in purchasing and 
using too large Many warm air 
heaters and other heating systems order furnace coal, sup- 


a lower cost for 


sizes of coal. who have 


posing it to be the proper size to use, while it was so named 


for use in blast furnaces and was never intended for, and 


will not burn satisfactorily in heating systems. All 
advocate that nothing larger 


manu 


facturers of heating apparatu: 
for heating, while better results 


the draft and 


than stove size coal be used 
can be obtained by 


the grate will permit it. 


the use of smaller sizes if 
“*- 


MANUFACTURER OF ELECTRICAL 
FOR SMALL HEATERS. 


VALVE 


To AMERICAN ARTISAN AND HARDWARE RECORD: 


We are in search of the manufacturer of a small 
electrical valve which can be used for turning the gas 
supply on and off by the use of feed wires and push 
buttons, for small warm air heaters. Can you help us 
on this? 

SUBSCRIBER, 

Pasadena, California, January 28, 1918. 

er 
HAS RECEIVED VALUABLE INFORMATION 
FROM AMERICAN ARTISAN. 


To AMERICAN ARTISAN AND HARDWARE RECORD: 


We have very much enjoyed reading the pages of 
AMERICAN ArtISAN during the past year and have re- 
peatedly received valuable information which has 
many times more than paid for our subscription. 

| |. W. Cooper, 
Warm Air Heating, etc. 
IQIs 


Springfield, Illinois, January 2%, 
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pipe with Y- or T-connections does not seem to be 
very successful in the installation of a warm air heat- 


ing system. 


OFFERS SOLUTION 


Taking five registers from one run of fourteen-inch 


AMERICAN ARTISAN AND HARDWARE RECORD 


TO PROBLEM ON 


INSTALLATION OF WARM 
AIR HEATER. 


On page 34 of the January 26, 1918, 


existing conditions. 
ber of our readers, and brought forth interesting re- 


plies, among which was the following letter: 
To AMERICAN ARTISAN 

| was interested in the warm air heating problem 
presented by George P. Hindert on page thirty-four 
ot 


HARDWARE RECORD. 


February 2, 1918. 


This problem interested a num- 


wp HARDWARE RECORD: 


last week’s issue of AMERICAN ARTISAN AND 
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Solution ot Heating Problem as Worked Cut by Charles Smith, Manufacturer of Warm Air Heaters. 


\MERICAN ARTISAN AND HARDWARE Recorp there ap- 
peared a discussion of this faulty method, and a dia- 
gram showing a plant installed in this way. The dia- 
gram contributed by George DP. Hindert of 
Minonk, Illinois. He desired to have the opinions of 
the readers as to the best method for remedying the 
defects in this plant with the minimum disturbance of 


Was 


It is not likely that Mr. Hindert’s competitor would 
have placed the warm air heater where shown unless 
the owner insisted on it. 

A warm air heater is not built to make air, but 
warm it, and in order to know the size of the cold air 


duct required, the area of all the warm air pipes that 
The s:ze 


to 


will be used at one time should be found. 





February 2, 1918. 
required will thus be obtained. The cold air duct 
shown has an area of about one-half of what is re- 
quired. There should have been a cold air duct in the 
hall as suggested. If the warm air heater must stand 
where shown, it was all right to supply five registers 
from one pipe, supposing the fourteen-inch pipe had 
an area equal to all the branches leading from it 
(which is not the case), and also that the fourteen- 
inch pipe is reduced each time a branch is taken from 
it. 

I have tried to show how the plant can be improved 
without disturbing the registers. If Mr. Hindert had 
given the size of the stacks and registers, and also the 
location and size of the chimney flue, I could have 
written more intelligently. 

I would like to hear from other readers regarding 
the plant. 

Yours truly, 
CHARLES SMITH, 
Manufacturer of Warm Air Heaters. 
Chicago, Illinois, January 30, 1918. 
~o- 


EEALTH DEPARTMENT EXPLAINS THE 
IMPORTANCE OF VENTILATION. 


A sense of civic duty as well as a motive of business 
should prompt the people in the heating and ventilat- 
ing industry to co-operate with public officials in 
spreading broadcast such information as that contained 
in a bulletin just issued by the Department of Health, 
city of Chicago. This bulletin declares, that any 
process of ventilation that provides a way for stale 
or used air to get out of your home and at the same 
time admits an adequate supply of fresh outdoor air, 
and does this without causing drafts or discomfort, 
may be classed as efficient. 

In fact almost the whole problem of ventilation is 
covered in these two important requirements, the 
removal of bad air and the admission of good air. It 
is of first importance from a health standpoint, that 
people should sleep in well ventilated bedrooms and 
with the heat turned off. Sleeping in cold, fresh air 
helps to increase one’s resistance to cold and greatly 
lessens the danger of colds and pneumonia. Of course, 
there must be covering enough on the bed so that you 
are comfortable, and also a room which has been kept 
moderately warm during the night to be used as a 
dressing room in the morning. 

lresh air in unstinted quantities is one of the essen- 
tial requirements in the treatment of the incipient or 
curable case of consumption. It is also equally valuable 
if used all the time as an agency for preventing this 
dread disease. So it is a good plan to look after your 
air supply now and not wait until you are compelled to 
go to a sanitarium for it. Plenty of fresh air with 
regular habits, plain, wholesome food and cleanliness 
of mind and body are the agencies that tend to make 
for vigorous bodily health, long life and happiness. 

Pneumonia is one of the dirty air diseases. It is 
said by scientific men that the germs that cause this 
dreaded disease cannot survive in the pure, frigid air 
of the arctic zone. They also tell us that it is prin- 
cipally found where pure, fresh air has been excluded. 
And because this is true, we should both work and 
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sleep in well ventilated shops and sleeping rooms. 
lresh air and sunshine in a plentiful supply will help 
to maintain bodily health and vigor. 

Pure, cold air is better for your health than is im 
pure, warm air. A little intelligent manipulation of 
windows in the average home or work place will afford 
a plentiful supply of fresh outside air without notice 
able discomfort. 
a little on the windward side of the room and lower- 


This involves raising the windows 
ing them a little on the opposite side. By the use of 
deflecting boards on the window sills, a good circula 
tion of the air will be secured without drafts and with 
perfect comfort to occupants. 





WATERLOO REGISTER COMPANY ISSUES 
NEW CATALOG 


Retail dealers in registers and heating accessories 
like to do business with manufacturers who can pre 
sent their wares in plain and honest style. Manufac 
turers whose catalogs are neatly, concisely, and truth 
fully arranged, aid the dealers and benefit themselves. 
That the Waterloo Register Company of Waterloo, 
lowa, is cognizant of this fact is evident from its 
latest annual Register and Heating Accessory Cata 
log. 
them readily available and in such form as to le 
When the customer asks 


The various items are so grouped as to rendet 


easily read and understood. 
for a certain kind of register, for example, the deale: 
does not have to waste any time in complying with the 
request. He can find at once the article desired. He 
is thus able to increase his business by promptly satis 
\ttractive illus 


shown in. the 


fying the wants of the purchasers. 
the 
The descriptions are all to the point and not 


trations of different articles are 
catalog. 


too verbose. The price lists and table of sizes art 


arranged with care and detail. It is claimed by the 


Company that the line of goods presented in the cata 
log is as complete a one as is being handled by any 


single manufacturer today. Dealers are advised to 


obtain this valuable catalog by writing to the Waterloo 
Register Company, Waterloo, lowa. 
“*- 


LOYALTY IS ESSENTIAL TO SUCCESS. 


lf you work for a man, in heaven's name work for 


| 


him. If he pays wages that supply you your brea 


and butter, work for him, speak well of him, thin! 
well of him, stand by him, and stand by the institution 


he represents. I think if I worked for a man, I would 


work for him. I weuld not work for him a part of 


his time, but all of his time. | would give an undi 


vided service or none. If put to a pinch, an ounce ot 


loyalty is worth a pound of cleverness. If you must 
vilify, condemn and eternally disparage, why, resigi 
your position, and when you are outside, damn to 
your heart’s content. But, I pray you, so long as you 
are a part of an institution, do not condemn it. Not 
that you will injure the institution—not that—but 
when you disparage the concern of which you ar 
part, you disparage yourself. Ibert Hubbard 


— ~~ 
The real problems and the fine points of mercha: 


dising are at the selling end of it 
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PRACTICAL HELPS FOR THE 
TINSMITH 












WARM AIR HEATER BOOT. 





By CuristiAn F, HAtter, Jr. 

Illustrated here is a warm air heater boot, round to 
round. It is drawn by a process termed radial line 
development, although it could, however, be developed 
with equal results by triangulation. First draw the ele- 
Directly below inscribe 
a circle to the desired size. Divide same into a num- 
ber of equal parts, in this case (16), and number ac- 
cordingly. Now project a line from the apex A’ in 
elevation to A” in plan, which happens to fall on the 
center line of the large opening in plan as shown. Then 


vation or outline of the boot. 





URGES STUDY OF PATTERNS. 


sy using his brains as well as his hands the tinsmith 
who works for wages will soon rise above the level of 
his fellow mechanics and start on the way to a busi- 
ness of his own. There is no royal road to success, 
just as there is no royal road to knowledge. [Every 
foot of the ground must be traversed. But the road 
can be traveled more swiftly by taking advantage of 
the helps derived from the experience and _ skill of 
those who have gone before. It is this respect that 
the practical lessons supplied in this department of 
ARTISAN AND HARDWARE Recorp are of 
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View 


PLAN. 


























from the various divisions on the large circle, radiate 
lines to A”, after which project the corresponding di- 
visions on the circle vertically to A-B in elevation. 
Also radiate these lines to A’ as shown. Everything 
is now in readiness for producing the pattern. Draw 
indefinitely a line as X-O on which place the divisions 
I-2-3-4-5, etc., taken from elevation. Using C as 
center sweep arcs at will. Then pick with the dividers 
the distance between one of the divisions in plan and 
start to set off between the arcs, namely, space 1-2 will 
be plotted between arcs 1-2, likewise 2-3-4, etc. 

After this has been accomplished carefully draw the 
gradual curve through the numerous points. The 
curve for the top opening of the pattern is ascertained 
by precisely the same method. Allow for lap as usual. 


a 


You can find out things from your trade journal 
that never would come to you in any other way, but 
you have to read it first. 


Pattern for Warm Air Heater Boot. 






The 


such great importance to ambitious tinsmiths. 
lessons should be studied painstakingly. 





ASSIGNS PATENT FOR METAL FURRING 
STRIP. 





Edgar K. Day, Wheeling, West Virginia, as- 
signor by mesne assignments to Whitaker-Glessner 
Company, Wheeling, West Virginia, has procured 
United States patent rights, under number 1,253,216, 


for a metal furring strip described herewith: 


A furring strip formed of sheet metal bent 
to form a base and a web, said web beinz 
formed of a pair of substantially parallel 
parts each of which latter is flared ovtwardl) 
Se and then extended to lie parallel to the base 
is 1.253.216 and doubled upon itself and at its central 

enne portion being conformably engaged with said 
flared parts to form a trough the converging walls of which 
are of double contacting thicknesses of metal and the base 
of which is of single thickness of metal and is disposed 
closely adjacent the upper end of the web so as to receive 
support from the latter. 


? 
* 
2 
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SHOWS HOW TO GET EXPERIENCE IN THE 
AUTO RADIATOR REPAIR BUSINESS. 


BY F. L. CURFMAN. 

This is a business that has sprung up almost all at 
once and few tinshops are prepared for it. Some have 
been farsighted enough to see that it belonged to the 
sheet metal trade; the balance being busy with other 
refused to do it, forcing it on the garage 
The time is here when 


work have 
men, much against their will. 
car owners are demanding that this work be done by 
the men most competent to do it: namely, the man 
who is doing his other sheet metal work. 

Many sheet metal workers would take up this work 
now if they only knew where to begin and had con- 
This business, like any other, 
For the benefit of the 


fidence in themselves. 
comes only through experience. 
man who has never repaired a radiator and wants to 
learn, I am offering these suggestions, as the sheet 
metal worker who can also repair radiators is the man 
who is going to draw the big salaries. 

Your first step is to go to the garages and junk men 
and buy every radiator you can, preferably Fords, as 
a second hand Ford radiator is as salable as sugar. 
You ought to buy them at, from $1.50 to $2.50, ac- 
cording to the condition they are in. 

Take these radiators to your shop, drive all loafers 
out, when you and your helper take your blow torch 
and begin tearing up the worst ones, being as careful 
as possible, as you will need some of the pieces in re- 
building the better ones and as repair parts later on. 
The object of this is to learn to handle the brass which 
becomes very rotten and brittle while heated. It also 
gives you a chance to study radiator construction as all 
tube and fin types are very near the same except in 
shape. 

Now that you have torn up three or four of these 
bad ones and dissected them, you have the shop full 
of smoke from the dope that has been put in them, so 
full you could shovel it gut in chunks. You have a 
throbbing headache from the roar of the fizz can, and 
some inflamed eyes. Now is a good time to quit and 
think over what you have learned. 
have gone this far you will begin studying the con 
I do, and do it 


Even after you 


struction of every radiator you see. 
unconsciously, particularly if it is a new type or one 
I have never worked on. 

Now that you have had a good rest and digested 
what you learned in the first lesson, you are ready to 
make radiators out of the better ones. Tirst, solder 
up every place you can tell that leaks without putting 
water in it, then plug up the hose connections and fill 
with water. If there are leaks in the tubes tear out 
the fins with a pair of pliers. First nip them in two 
with the snips, just over the tubes and they will tear 
out easily ; thoroughly clean the place and with a long 
slim iron go in and solder ; build in where the fins were 
torn out. If it leaks where the tubes go in the tanks, 
pry the fins up with your screw driver far enough to 
get a small iron with a hook bent on the end around 
the tube; clean end of tube and tank around it and 
then solder. 

Just keep after it until you get every leak out of it. 
Then try to make it look as if it had never been 
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worked on. build in where fins were torn out, with 
false fins, and straighten the fins that are mashed 
down. You will find in this work that it requires as 
much skill to hide what you have done as it does to 
do it. Keep this fact in mind: In radiator repairing, 
you do or you don't. A man will soon forget what it 
cost though he may kick at the time on what you 
charged him, but if you leave one little leak he will 
never forget it. 

There are so many different places it might leak 
that it is hardly necessary to go farther. With this 
much experience you should be able to finish. It 
would be a good idea to tear up a honeycomb or two 
and study their construction. This tearing up gives 
you all the more experience and the solder you get out 
will pay for the work and you can sell the remainder 
to the junk man and break even financially. You have 
gained a world of experience and should not be afraid 
to take on some of this work now. 

To get this work all you have to do is to tell car 
owners and the garage men that you will try to repair 
a radiator if they will bring it in. Do your best and 
he will send you plenty more. On your first jobs have 
them give you plenty of time. You may make mis- 
takes and have to correct them, but if you make up 
your mind you can do it, you can. 

Maryville, Missouri, January 28, 1918. 

— 


WORKS WELL IN COLD WEATHER. 


A firepot which burns well in extremely cold and 
windy weather is something which commends itself to 
tinsmiths, plumbers, elec- 
tricians, and sheet metal 
workers in general, espe- 
cially when, by simply re- 
moving the top, it provides 
a brazing fire and thus can 
be used as a torch. These 
desirable features are said 
to be incorporated in the 
Clayton & Lambert No. 1 


l‘irepot herewith illustrat- 





mi 


Clayton & Lambert 
No. 1 Firepot. 


ed. The burner being ad- 
justable to any angle and 
the flame being always under complete control, this 
lirepot, with the top removed, may be used as a torch 
and applied conveniently to any seam on conductor 
pipe, cornice, or roof. Its action in these conditions 
is declared to be quicker and more satisfactory than 
when using an iron. Descriptive literature and cata 
log explaining this No. 1 Firepot can be obtained by 
writing to the Clayton & Lambert Manufacturing Com- 
pany, Detroit, Michigan. 


-~o- 


ASKS PATTERNS FOR MINNOW BUCKET. 





To AMERICAN ARTISAN AND HARDWARE REcoRD: 

I would like to have the patterns for a good minnow 
bucket and would be greatly obliged to any of your 
readers who would be kind enough to suggest practical 
instructions along this line. 

SUBSCRIBER, 


Quincy, Illinois, Jan. 28, 1918. 
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MICHIGAN SHEET METAL CONTRACTORS 
TRIUMPH OVER OBSTACLES. 


An indisputable proof of the practical value of state 
associations of industry is furnished in the history of 
the Lansing, Michigan, Local of the Michigan Sheet 
Metal Contractors’ Association. This Local was or- 
ganized several years ago. At first it seemed impos 
sible to keep the organization functioning with any 
It struggled along with compara 
Its activities were not 


degree of vitality. 
tively no outside assistance. 
throughout 


similar bodies 


interchange of 


related with 
Michigan. lacking the 


methods which come from operation through com- 


intimately 
ideas and 
pactly grouped local associations under a general state 


body, the Lansing Local experienced many vicissi 


tudes. 
rior to November, 1916, it underwent five or six 
re-organizations. The trouble was not due to any 





Group of Members of Lansing, Michigan, Sheet Metal 
J. W. Murphy, Frank Oberlin, E. H. Goodrich. Lower row: 
F. Herrington, W. J. Porter. 


deficiency on the part of its constituent members. [kn- 
thusiasm was not wanting nor a sense of mutuality of 

The difficulty arose from lack of sufficient 
with of like 
through which inspiration and conviction might be con 
Since the Local 


interests. 
contact other associations character 
veyed with uninterrupted continuity. 
has been brought into full working relationship with 
the Michigan Sheet Metal Contractors’ Association, it 
has been notably successful in all its undertakings. 
The secretary of the State Association, Frank F. 
Kderle of Grand Rapids, reports that the attendance 
at the regular meetings of the Lansing Local reaches 
a higher general average than that of any similar body 
in the State. Dating from the permanent erganiza- 
tion of the Lansing Local in November, 1916, there 
has been a steady growth in achievements. Co-opera 
tion and exchange of helpful ideas have been its dom- 
inant characteristics. The sheet metal 
who hold membership in this body have learned that 


contractors 


cut-throat competition and extreme individualism are 
not conducive to business prosperity. 
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Contractors’ Association. 
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They have discovered that a live-and-let-live policy, 
reinforced by an understanding of basic interests in 
common, justifies itself on the pleasant side of the 
ledger. Without a single exception members of the 
Lansing Local unite in declaring that they have de- 
rived tangible benefits through their organization and 
its connection with the Michigan Sheet Metal Con- 
tractors’ Association. They have found that an in- 
telligent co-operation. in the exchange of knowledge 
relating to their industry has strengthened each indi- 
vidual member in the management of his personal 
business. It has been brought convincingly home to 
them that organization is absolutely essential to the 
progress of industry. No man is sufficient unto him- 
self. No business can continue successfully which is 
isolated from contact with similar business. 

The history of the Michigan Sheet Metal Contrac- 
tors’ Association has been written not in florid rhetoric 


but in straightforward, inescapable bank accounts. 








| 
| 
| 
| 
| 
| 
| 
| 
| 
| 





Upper row, left to right: George W. Gregory, 
Cc. C. Fizzell, Secretary; Burt E. Dunn; E. H. Ward, President; 


The members of the State body and of its constituent 


locals gladly acknowledge the numerous advantages in 
dollars and cents which have accrued to them from 
In the last 


analysis, the test is improved business, broadening of 


their connection with the organization. 


character, and depening of valuable friendships. This 
triple achievement has undoubtedly been brought to 
pass through the sheet metal contractors’ organiza 
tions of the State of Michigan operating through their 
central body. 


SAYS HE IS VERY WELL PLEASED. 


To AMERICAN ARTISAN AND HARDWARE REcorRD: 

It gives me great pleasure to renew my subscription. 
| take this opportunity to state that I am very well 
pleased with American ArtISAN. I await its arrival 
every week with great eagerness. 

Yours respectfully, 
FrANK A. Gros 
sattle Creek, Michigan, January 1918. 
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WISCONSIN HARDWARE HOUSE FURNISHES 
EXAMPLES OF SHOP TICKETS. 


An excellent system of keeping records of shop 
work is that devised by Mohr-Jones Hardware Com 
pany of Racine, Wisconsin. Some of its principal 
features are reproduced herewith through the cour- 
tesy of the Company in response to the inquiry of 


MOHR-JONES HARDWARE CO. 























N° ..27 SHOP ORDER 
Order No. — 
Sate Eaté. —___ ——— DateFin. —_ 
Wanted . —— ———.  —~Priced _— 
Contractor Job for. — 
Ordered by 














Sample of Shop Order Ticket Used by the Mohr-Jones 
Hardware Company. 


William Koch and Son Hardware Company, of Hope, 
Kansas, which was published on page 38 of the Jan- 
1918, issue of AMERICAN ARTISAN AND 
The Mohr-Jones shop order is 


uary 12, 
HARDWARE REcorb. 
made out in triplicate. The original goes to the work- 
man. The duplicate shop order remains in the order 
book for office record. 
to the foreman. He holds it until the job is com 


Then it is turned back into the office so that 


The triplicate shop order goes 


pleted. 
the cost card may be marked with the date when the 
job was finished. The Mohr-Jones Hardware Com- 
pany shop order form—only the top part of which is 
shown herewith—is seven and a half inches long by 
five and a quarter inches wide. The stock room requi- 
sition form used by the Mohr-Jones Hardware Com- 
pany is seven and a quarter by four and a quarter 
inches, and is made out by the foreman in original 
The original goes to the stockroom. 
FACTORY No. 2 
MOHR-JONES HARDWARE CoO. 
STOCK ROOM REQUISITION 


and duplicate. 


scusihelaaancaasndalaah 191... 
Name... 
Address SE Serre ee en eM eee 


Nature of Work... a 


~T 
_ 


see ereeeenss wammenesmeeceees 





ae 2 
—- 
I 


Sample of Stock Room Requisition Form Used by the Mohr- 
Jones Hardware Company. 


The duplicate is sent to the office. After the stock 
called for has been delivered, the original also is turned 
into the office. Duplicate is held until the original is 
turned in. By following this simple rule, it is impos 
sible for the original to get lost. 

both sides of the Mohtr-Jones Hardware Company's 
job card are used. On the reverse side of the job card 
here reproduced there are three ruled columns for 
date, man, and hours, with a notation at the bottom 
instructing the mechanic to allow for no edges or turn- 
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ups on porch roofs, etc., but to take flat measurements. 
It will be noted that this job card furnishes the data 
for the return stock slip which is made out from this 


List of Stock and Tools Left on Job. 


Mour-Jones Harpware Co. 


JOB CARD 
_ Owner's Name 
Address 
Contractor 
- Maa No. 
a ts work completed ? a 


Accurate measurements of all work dene and 
amougl of stock leit on job must be recorded on 
this card belore turned In. 


Labor on different kinds of work must be re- 


corded separately. 
— Time Starting Job 81.. 
— ; ee - Thme Finishing Jed 11... 


Sample of Job Card Used by the Mohr-Jones Hardware 
Company. 

job card in duplicate. One copy goes to the driver 
if on outside work for him to make the clean-up. The 
other copy remains in the office until the first copy is 
turned into the office by the stock man after he has 
checked in the stock return. It is well to call attention 
to the fact that the stock forms used by the Mohr 
Jones Hardware Company are not to be had except by 


being printed to order. [Each tin shop will, therefore, 


MOHR-JONES HARDWARE Co. 
RETURN STOCK 


Racine, Wis........... ae 


STOCK RECEIVED FROM 


Name - ai la = -_ 
Address. _ m 


Contractor ; ; — 

















Sample of Stock Return Ticket Used by the Mohr-Jones 
Hardware Company. 


have to work out its own modification of the system 
to meet individual requirements. Where there is a 
great deal of work and more mechanics employed, a 


more elaborate system may be necessary, 
WANTS CATALOGS AND CIRCULARS IN 
SHEET METAL LINE. 


To AMERICAN ARTISA ro HARDWARE RECORD 
| am going to open a sheet metal shop in this city 
and would like to have catalogs and circulars from 
manufacturers in that line 
Very trul ours 
L.. Lr 
2017 Roosevelt Avenue, Sioux City, Lowa, 


January 26, 1918 
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SAYS SHINGLES LAST LONG AND NEED NO 
REPAIRS. 


We continually hear complaints from landlords 
about the enormous expense they are compelled to 
stand in repairing the roofs of their houses. The 
trouble is that while these landlords take great pains 
to see to it that the foundation is strongly built, the 
roof of the building is sadly neglected. The theory 
is, “Any sort of shingles are good enough.” The land- 
lords soon discover how faulty such a theory is, With 
the first heavy rain or snowfall the roofs begin to 
leak, and in order to keep their tenants from moving 
out, the owners are compelled to undergo the expense 
of having the roof repaired. If, and this is a very 
large “if,” the roofs weather the first few storms, they 
Their appearance makes 
The shin 


make up for this by rotting. 
the house look much older than it really is. 
gles have to be replaced by new ones. However, all 
this expense is needless 
owners are 


enough to 


if house 
foresighted 
realize that the roof is 
quite as important as the 
other parts of the build- 
ing, and that any sort of 
shingles will not do. The 
Cortright Metal Shin- 
gles are declared to be 
the right shingles, right 
for beauty, making an 
old house look like new; 
right for lightness, 
weighing only one- 
eighth as much as slate ; 
right for tightness, fitting into each other so closely 
that wind, snow, and rain are shut out and kept out; 
right for safety, as they will not burn and will keep 
a fire in the house burning lightly for lack of air; and 
right for safety; and right for economy, needing no 
patching or renewing, and preventing leaks. Full in- 
formation may be obtained by addressing the Cortright 
Metal and Roofing Company either at Chicago, IIli- 
nois, or Philadelphia, Pennsylvania. 





Shingles. 


Cortright Metal 





NOTES AND QUERIES. 


“Double Truss’? Cornice Brake. 

From N. T. Smith, Burns, Oregon. 

Kindly tell me who makes the “Double Truss” 
Cornice Brake. 

Ans.—Double. Truss Cornice Brake Company, 
Chandler Street, Buffalo, New York. 

“Star” Firepot. 

From L. Brand, 2017 Roosevelt Avenue, Sioux City, Iowa. 

Please let me know who makes the “Star” firepot. 

Ans.—Burgess Soldering Furnace Company, De- 


partment A, Columbus, Ohio. 
Angle Iron. 
From W. E. Briggs, Clayton, Illinois. 
Can you inform me where I can purchase angle 


iron to use on galvanized tanks? 

Ans.—Kling Brothers’ Engineering Works, 1300 
North Kostner Avenue, and Joseph T. Ryerson and 
Son, 16th and Rockwell Streets, both of Chicago. 
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Honeycomb Core. 
From Ferdinand Christensen, Box 476, Minden, Nebraska. 

Will you please let me know where I can buy honey- 
comb core like the core used on the new Overland 
radiator ? 

Ans.—Attwood Brass Works, Grand Rapids, Michi- 
gan; Corcoran Victor Company, Cincinnati, Ohio; 
Monticello Auto Radiator Company, 1167 West 18th 
Street, Chicago, and Ideal Sheet Metal Works, 213 
North Morgan Street, Chicago. 

Upper and Lower Castings. 
From J. H. Barnett’s Sheet Metal Works, Dodge City, lowa. 

We would like to know where we can buy the upper 
and lower castings for the Ford radiator where the 
hose connects to it. 

Ans.—Attwood Brass Works, Grand Rapids, Michi- 
gan; Corcoran Victor Company, Cincinnati, Ohio; 
Monticello Auto Radiator Company, 1167 West 18th 
Street, Chicago, and Ideal Sheet Metal Works, 213 
North Morgan Street, Chicago. 

Marvel Punch. 
Irom Sheridan Sheet Metal Works, Sheridan, Wyoming. 

We would like to know where we can get repairs 
for the Marvel Punch. 

Ans.—Armstrong-Blum Manufacturing Company, 
337 North Francisco Avenue, Chicago, manufacture 
these punches. 

Retinning of Milk Cans. 
From M. G. Thieman, Concordia, Missouri 

Please let me know where | can have milk cans 
retinned. 

Ans.—C. Doering and Son, 1375 West Lake Street, 
Chicago. 

Table For Determining Amount of Heat. 
From F. Harry Williams, Belleville, Kansas. 

Please let me know how to determine the amount 

of heat, size of a warm air, etc., for houses. 


Ans.— 
Total exposure 


Average diam- Corresponding in square feet 
eter of fire pot area in to which heater 
in inches. square feet. is adapted. 
18 1.77 1,110 
20 2.18 1,370 
22 2.04 1,655 
24 3-14 1,970 
26 3,69 2,310 
28 4.27 2,680 
30 4.91 3,080 
32 5.58 3,500 


In exposed locations add from ro to 15 per cent, 
according to the conditions, to the actual exposure of 
the house, and select a heater with a rating corres- 
ponding most nearly to the correct exposure. 

In this table no allowance has been made for the 
higher efficiency of the smaller sizes, due to their 
greater ratio of heating surface. It has been assumed 
that this advantage is to a great extent offset by the 
more rapid combustion common in large heaters and 
by the better care they generally receive. 


~~ 
-oo 


The Vincennes Galvanized Iron Works, Vincennes, 
Indiana, has been incorporated with a capital stock of 
$10,000 to engage in the sheet metal working business. 
The incorporators are Peter R. McCarthy, M. O. \e- 
Carthy and John H. McCarthy. 
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NEW PATENTS. 














Soldering Tool. William E. Corkery, Wa- 
Filed Sept. 26, 1916. 

Razor Blade Stropping Device. Lars L. Furan, 
Filed June 14, 1917. 


1,253,215. 
dena, lowa. 
1,253,226. 
Thief River Falls, Minn. 


1,253,240. Drill Chuck. James Hart, Johnstown, Pa. 
Filed Novy. 13, 1914. 
1,253,249. Padlock. Alfred Conrad R. Johnsdorf, Seat- 


tle, Wash. Filed July 25, 1917. 
1,258,309. Quick Acting Hose Coupling. 
Kent, Wash. Filed May 1, 1917. 

1,253,369. Door Closing and Checking Mechanism. Blair 
W. Gair, Chicago, Ill. Filed June 4, 1914. 

1,253,379. Means for Locking Tool-Shanks and Ferrules 
to Handles. Willis Ff. Hobbs and Charles W. Gibbs, Bridge- 
port, Conn., assignors to The Bridgeport Hardware Manufac 
turing Corporation, Bridgeport, Conn. Filed August 11, 1917. 
1,258,393. Roller Latch. George Labrie, Methuen, Mass 
Filed July 12, 1917. 


Nels Ulleland, 


1,253,416. Door Lock. Anthony Nyary, Chicago, IIl., as- 
signor to Paul H. Bush, Chicago, Ill. Filed May 16, 1917. 
1,253,422. Oil Burner. William R. Ray, San 

Filed May 8, 1916. 
1,253,450. Clothes 


Francisco, 
Cal. 
Wood, Seattle, 


Lifter. Walter H. 


Wash. Filed Jan. 17, 1916. 
1,253,467. Wire Laying Tool. Robert H. Cissna, Chi- 
cago, Ill. Filed Feb. 10, 1917. 


_ 1,253,468. Clothes Pin. Charles I. Cockrill, Salinas, Ca! 
Filed Feb. 9, 1916. 
_ 1,253,474. Sash Fastener. 
N. Y. Filed June 5, 1917. 
1,253,504. Weeding Implement. Frederick G 
Davenport, Wash. Filed Nov. 2, 1916. 
_ 1,253,509. Door Hanger. Nils Miller, Portland, Ore., as 
Signor, by mesne assignments, to Portland Industrial Com- 
pany. Filed Dec. 18, 1916. 
_ 1,253,536. Washing Machine. 
troit, Mich. Filed Nov. 26, 1915. 
1,253,545. Door Latch. Henry M. Tompkins, Detroit, 
and Harry K. Koppin, Jackson, Mich. Filed Aug. 4, 1917. 
1,253,612. Cream Dipper. James E. Love, Woonsocket, 
R. I. Filed Dec. 26, 1916. 


Chauncey de Voe, New York, 


Logsdon, 


Peter F. Schneider, De- 





4 





— -_ = 


fl ! 


a 0 
| 1253,545 











1,253,620. Hygienic Garbage Receptacle. Isaac Mandel, 
New York, N. Y. Filed May 25, 1914. 

1,253,621. Seeder Fred Martinson, Chinook, Mont 
Filed June 11, 1917. 

1,253,641. Hinge. William E. Steele, Chicago, Ill. Filed 


April 10, 1917. 
1,253,649. Mop Pail 
N. Y. Filed August 5, 


1,253,677. Lock Case 


Charles E. Van Doorn, Rochester, 
1914 


Samuel R. Fraim, Lancaster, Pa., 


assignor to The E. T. Fraim Lock Company. Filed May 1, 
1916, 

1,253,767. Wire Clothes Pin. Willis E. Allen, Auburn, 
Vie. Filed March 19, 1917. 

1,253,780. Combined Ash Pan and Sifter \W. Franl 
Grown, High Point, N. ¢ Filed April 28, 1916 

1,253,798. Hinge. Julius Dunner, Brooklyn, N. Y. Filed 
Jan. 23, 1917. 

1,253,799. Tool Holder and Guide Combination. Walter 
Ecker, Middletown, Conn., assignor of one-half to Per H 
Carlson, Middletown, Conn. Filed May 31, 1917. 

1,253,822 Locking Device for Gates Willard Glenn 
Henkle, Garrison, Iowa. Filed July 16, 1917. 

1,253,886. Trap. John Regal Jr., Lundgren, Minn. Filed 


O17 


Dec, 29, 1916, Serial No. 139,599 Renewed Oct. 29 

1,253,899. Washing Machine. Henry G. Sohm, Connell 
Wash. Filed June 4, 1917 

1,253,901. Scraper John Gale Steele, St. Louis, Mo., 
issignor of one-half to William Henry Mente, St. Louis, Mo 
Filed April 23, 1917 

1,253,902. Stovepipe. Kurt W. Steinhart, Tacoma, Wash 
Filed March 13, 1917 

1.253.903 Combined Bottle Carrier and (Opener Deland 
M. Stevens, Muskegon Heights, Mich. Filed May &, 1917 

1,253,904. Detachable Broom Handle Evert EK. Stokes, 
Indianapolis, Ind. Filed August ] 1917 

1,253,928 Pot and Pan Litter George Brammar, Suisun 
City, Cal. Filed April 12, 1917 

1,253,931 Clothes Drying Ra Ricl Brock, 
Kissimmee, Fla. Filed Oct. 1, 1917 

1,253,957. Carpenter’s Tool. William I. Glue Ikast St 
Louis, Ill. Filed Dec. 1%, 1°14 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








PRODUCTION OF STEEL IS GREATLY 
HAMPERED BY UNFAVORABLE 
WEATHER CONDITIONS. 


Snowdrifts in the Allegheny Mountains cutting off 
the Connellsville coke regions from many blast fur- 
naces and the worst snow blockade in the Middle West 
known for many years, have combined to hamper 
steel production in the Pennsylvania and Middle West 
sections. The whole industry has been so demoralized 
by these repeated assaults that few evidences remain 
of normal conditions in plant operation or markets. 
It is estimated officially that operations of open-hearth 
plants in the greater Pittsburgh and Valley districts 
last week were 41 per cent short of capacity and that 
coke oven and blast furnace production was 34 per 
cent short of capacity. 

The discouraging feature of this subnormal pro- 
duction is that there is little hope of decided improve- 
ment other than that which is contingent upon milder 
weather and an early spring. [Blast furnaces get little 
coke and what is delivered is so poor that more off 
iron than standard grades is made. The plans which 
were so confidently devised for breaking the freight 
blockade were largely frustrated by fresh storms and 
cold. The consequence is that finished products have 
accumulated at steel works to such an extent that they 
will interfere with operations for days and in some 
cases for weeks. 

The scarcity of cars to move the finished products 
from the mills is, therefore, as equally serious a fac- 
tor as the scarcity of coke and coal. Successful rail- 
road operations during the next few weeks will de- 
pend on the weather and the steel trade must depend 


on'the railroad. With the exception of comparatively 


small river transportation, the trade is absolutely sub- ~ 


ject to the railroads and unless transportation con- 
ditions improve, there is little warrant for expecting 
improvement in steel production. 

Good undoubtedly has resulted from the Garfield 
coal order, but the enforced shut-down failed to mea- 
sure up to expectations because its effects were neu- 
tralized to a considerable degree by the unfavorable 
weather conditions, Generally speaking, there is a 
feeling throughout the trade that enough of the value 
of the Garfield method has been disclosed to justify 
its further application. Much comment has_ been 
made in the Pittsburgh district with reference to the 
fact that the steel trade was one of the few trades 
that did not take part in the hysterical attack upon the 
embargoes are still in effect 
The trade has 


‘uel Administrator. 
with regard to commercial shipments. 
been under an embargo to all practical purposes for 
weeks, and the formal order issued by the Director 
General of railroads was interpreted as simply a notice 
that no departure from the embargoes established by 


the old railroad regime need be expected. The urgency 

of Government requirements for military purposes 

makes it quite certain that no change in the priority 

system will be effected very soon. Ultimately, how- 

ever, it is hoped that the system will be reformed. 
STEEL. 

Reports are current to the effect that the Emergency 
Fleet Corporation is about to place contracts for be- 
tween 600,000 and 700,000 tons of steel. By far the 
greater percentage of this tonnage will be for plates 
estimated at from 420,000 to 500,000 tons. About 25 
per cent will be shapes and approximately 5 per cent 
steel bars. Car builders report that they have suffi- 
cient supplies of plates on hand and have no difficulty 
obtaining requirements when they are needed. Allot- 
ment of 20,000 tons addition consisting mostly of plates 
for the :mergency Fleet Corporation has been made 
Other Eastern mills have re- 
Apart from Government 


to the leading interest. 
ceived smaller tonnages. 
requirements, plate demands in the East are dimin- 
ishing. Makers of bar iron are selling practically on 
a spot basis and contracts for this product are not 
Demand is light and small tonnages are 
Hard steel bars are 


being made. 
being taken for nearby delivery. 


reactive and mills are running only part time with 
comparatively little new business offered. 


COPPER. 
When the price continuation of 
nounced last week some increase of buying took place 
The market, however, has again settled down to the 
Some of the copper producers have 


copper was an 


general routine. 
booked orders as far as July and refuse to contract 
farther ahead. The commission of 5 per cent on less 
than carload lots remains in effect, and has not been 
modified by the action of the War Incustries Board in 
continuing the price of 23% cents for copper until 
June ist. There was no delay experienced in the de 
liveries of copper to plants working on war contracts 
Shutting down of non-essential-industries which have 
been using copper will afford some relief, thus releas 
ing more copper for necessary requirements. Trading 
in standard copper on the New York Metal Exchange 
discontinued and dealers refuse to name 


has been 


prices, 
TIN. 
No changes are recorded in the market for tin. 
week just passed is almost devoid of developments, 


The 


with the single exception of the commandeering by 
the Government of further tin supply from New York 
warehouses. The tin so held amounted to 800 tons. 
Orders were issued by the Emergency Fleet Corpora- 
tion to hold all remaining supplies of all grades sub- 
ject to its requisition. As this metal is practically all 


owned by consumers, a strained situation is thus made 















February 2, 1918. 


.-more acute. No spot supplies of tin are yet available 
and, therefore, no spot market can be quoted. Chi- 
cago warehouses have withdrawn prices on pig and 
bar tin, they now being quoted as nominal. 

LEAD. 

The abnormal traffic congestion has interfered with 
lead deliveries and caused a scarcity thereof in the 
East. As a consequence, consumers have been paying 
considerable of a premium. Spot has commanded as 
high as 7% cents, New York, during the past week. 
This condition has now been scaled down to about 
Shipment inquiry is only fair 
Prompt, February 


7'4 cents New York. 
but prices are steady, as follows: 
and March, 6.871% cents to 7 cents St. Louis. 
ceipts at St. Louis during the past week were 3,580 


Re- 


pigs less than the previous weeks. 


There is no change in the market for solder, prices 
being as follows: XXX Guaranteed, % &« Y, 48 
cents; Commercial, 4% & %, 46 cents; Number |! 


Plumbers’, 44 cents. 


SPELTER. 


Despite expectations that such announcement would 
be made last week, the War Industries Board has not 
yet announced prices fixed on sheet zinc and high 
It is understood that prices have been 
President but 


grade spelter. 
determined and referred to the 
the matter has been shelved temporarily, it is reported, 


upon 


pending Congressional action on the price-fixing bill. 
Production of Prime Western spelter is steadily de- 
creasing although prices remain unchanged at about 
the following levels: Prompt shipment, 7.70 to 7.75 
cents, St. 
March shipment, 7.80 to 7.85 cents. 


Louis; lebruary shipment, 7.75 to 7.80 


cents ; 
SHEETS. 

In the Chicago market consumers of steel sheets 
find it difficult to place further contracts, especially 
for lighter gauges which seem to be sold out to a 
greater degree than heavy gauges, particularly in 
The leading independent in Chicago is 
Demand 


wide sizes. 
entirely out of the market in light gauges. 
for export continues heavy with domestic users also 
seeking material. The Government is buying sheets 
freely, its requirements for blue annealed and black 
sheets being unusually large. In the Pittsburgh dis 
trict mills are committed for the first half on these 
grades and for the first quarter on galvanized sheets 
and are not selling additional tonnages to domestic 
buyers. Among the Valley mills centering around 
Youngstown, Ohio, there is an extremely heavy de- 
mand for all grades of sheets. 
TIN PLATE. 

The Government continues to place orders for tin 
plate and its requirements, it is said, will involve ex- 
I: fforts 
are being made to have priority given to shipments of 
tin plate from the Pittsburgh district in order to move 
in greater volume tonnages which have been stored 
On account of the lack of cars. Mills making tin 
Plate for containers for perishable food, being exempt 


tremely large tonnages in the near future. 
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under the Garfield order, continue to operate during 
the enforced shut-down whenever possible. 


OLD METALS. 

A condition of stagnation prevails in the market 
for old metals, due principally to demoralized traffic 
circumstances. In many parts of the East, buying is 
at a standstill. In the Chicago territory, owing to 
reduced operation on the part of most scrap consum- 
ers and slow transportation conditions, the scrap mar- 
ket is simply marking time. Wholesale dealers’ quo- 
tations in the Chicago district, which may be consid- 
ered nominal, are as follows: Old steel axles, $40.00 
to $41.00; old iron axles, $41.00 to $42.00; steel 
springs, $34.00 to $36.00; Number 1 wrought iron, 
$31.25; Number 1 cast iron, $25.50 to $26.50, all net 
tons. Prices for non-ferrous metals are as follows, 
per pound: Light copper, 18% cents; light brass, 11% 
cents ; lead, 5'4 cents; zinc, 5'4 cents; cast aluminum, 


20 cents. 


PIG IRON. 
The efforts of consumers to fill their needs are 
balked by tremendous shortage of basic iron for de 
livery by July Ist. It is estimated that in the Cleve- 
land district, 200,000 tons of unfilled demand by mid- 
vear are in sight. [lroducers of pig iron in the Pitts- 
burgh district are interested chiefly in the form which 
contracts for last half shipment shall take. There 
are three distinct periods: The present, with prices 
fixed by the Government; March 3itst, after which 
prices are subject to revision, and the end of the war, 
when the tendency of the market is an unknown quan 
tity. Contracts accepted tentatively are subject to the 
new revision clause. One of the interests incorporates 
the following clause in current contracts: 

“The prices to be paid by the purchaser for any of 
the materials named herein, which are shipped under 
this contract after March 31, 1918, shall be the price 
fixed for that time by proper U. S. government agency 
by agreement or otherwise, as the public or market 
price for such material, instead of the price hereim 
named.” 


The Matthew Addy Company's market report for 
lebruary 2, 1918, declares that, although railroad men 
say things are getting better, they have never been 


worse so far as transportation in the iron trade ts con 


cerned. 

The railroads have declared embargoes in every diree 
tion. They have simply stopped, for the major part, recety 
ing new freight, and things, probably from the railroad point 


of view, are growing better in that the old freight which has 
blocked their lines and congested their storage yards ts bens 
moved, so that a return to normal conditions may, with better 
No more drastic remedy than shuttin:s 


weather, be possible 
drastic 


off new freight could be imagined, but evidently a 

remedy was necessary. The record of the week in the tron 
trade is simply one of trouble. It has been almost impos 
sible to do business. The furnaces have been so hampered 


in getting raw material that practically all of them are run 
ning on a slow blast, somewhere between 60 and 75 per cent 
of potential efficiency. Coke ovens are making a much worss 
showing than the furnaces. The country is crying for pig 
iron. The vital industries of the country are suffering more 
acutely than ever before We have almost come to a time 
of Jronless Days. To the best of our knowledge and belief, 
the present troubles will continue until the return of milde: 
weather fut there is no use complaining. We simply must 
take the best of things as we find them, and patriotically and 
with a good grace do the best we can 
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COKE PLATES. 


BLUE ANNEALED SHEETS. 


S aehutananee per 100 Ibs. 


GALVANIZED 

No, 16..........--per 100 Iba.$ 6 95 
710 
7 25|p 
7 40 

7 50 
. erm 
. 8 20 


No, 22-24..... eevee 


POLISHED SHEET STEEL. 

per 100! bs. $9 80 
per 100lbs. 9 85 
per 100lbs. 9 90 
per 100lbs. 10 00 


SMOOTH SHEET STEEL. 
Per 100 Iba. 
Wood's Gmseth No, 28........ $9 25 


Patent Planished Sheet [ron, 
100 Ibs., base No. 28 


XXX Guaranteed § & 4. “per Ib. 
Commercial § & $ 
No. 1 Plumbers... 


In Slabe....... 06066eeeeseen nes 


eee eee ee eee ee eee 


22 00 | 
Less than Cask lots. .§22 50 to $23 00 


Copper sheet, base . . 





30 
50 


50 


45 
50 
55 
65 


ONE PASS COLD ROLLED BLACK 


30 


6 33 
6 40 
6 45 


9 50) 
| Hercules *‘E. C." and ‘‘Infallible’’ 
43 50 


PATENT PLANISHED SHEET | Hercules“E. C.,"" kegs 


caer C.,"" }-kegs 
“Infallible,"” 25 can 
22 


$12 75 | 


4&c 


8ic 





Smestean BiB..00- apa 


per 100lbs. $9 50 
per 100lbse. 9 75 


Bae ccocceces wee eeeeee® 





re 





Plamtcsssseceeeeesesess e199 


4 SPP sooscocooel 


AMMUNITION. 


Caps, Percassion—per 1,000. 
P. F. lee Waterproof, 1-10s 


eee ee eee eee eee eee 


Shells, Loaded— 


Loaded with Black Powder 
——— = with Smokeless Powd a . 


aeahaine Repeater Grade 
Smokeless Leader Grade 


“Nitro Clab....+sseeseeeeeee0032 
Mow Club... .cccscccccccces cod 





s—per 
Winchester 7- 6 gauge.. 


Smokeless & é 


L. & * Orange, Extra Sporting 


L. &R. pa Extra Sporting 
b. canisters ......... 


L.&R. Orange. Extra Sporting 





L.&R. Orange, Extra Sporting 


ra “Infallible,’’ 10 can 
Hercules “‘E.C.,"" 4-k 5 
Hercules “E.C."* and “Infallible’’ 
Se ee Aa oe 1 
Hercules W. A. .30 Cal. Rifle, 

MO] = @AMNBOEB.. . .. on. occ ccvess 
| Hercules _ Lightning Rifle, 
Hercules Sharpshooter Rifle, 
| Hercules Unique Rifle, canisters 
|Hercules Bullseye Revolver, 


AN 
|\Trenton, 70 to 80 — 
| Trenton, 81 to 150 lbs 





— ‘Board and Paper. u 


AUGERS. 
| Borin Machine eee 60% 
Na caked dkprenceeen Nets 
| Carpenter's Mebwvcccccccccese 50&10% 
| Hollow. 
Bonney’s..........- per doz. $30 00 
Stearns, No. 3...... = 2a 
Post Hole. 
Digwell, 8-inch...... per doz. $12 50 
Iwan’s Post Hole and Well... Nets. 


Vaughan’s, 4 to9-in...per doz. 10 25 


| Ship. 


Ford's, with or without screw.. 15% 
Snell's "15% 


AWLS. 
| Brad. 
No. 3 Handled....... per doz. $0 50 
No. 1050 Handled.... “ 1 05 


Shouldered, assorted 1 to 4, 


pedeetnihaneeed oon per gro. 4 00 

Patent asst’d, 1 to4.. “* 85 

| Harness. 

a eee = 1 95 
CPs ccccessocvanes - 1 00 
Peg. 

Shouldered......... , = 1 60 

| ee - 75 

| Scratch. 

No. 1 handled....... per. doz. 65 

No. IS, socket han'‘ld. 1 35 

No. 7 Stanley SrQneers 1 95 

AXES. 
| Boy’s Handled. 

Miageth.cccccccccoc§ = 9 25 
Broad. 

Plumbs, } toy Ps acteewkamen List 

“eS 3 00 | 
= aed s (handled), 
imienkone per doz.$19 OC 


9 
3 10) Single Bitted (handled). 


Warren Silver Steel.......... 15 50 
Warren Blue Finished........ 15 00 
Matchless Red Pole......... 14 00 


pe Single Bitted (without handles). 


Double Bitted (without handles). 


Warren's Natl. Blue, 34 to 44 
rrr per doz. 17 50 
The above prices on axes of 3 to 4 Ibs. 
are the base prices. 
34 to 44 lbs. advance 25c. 
to 5 Ibs. advance 50c. 
44 to 54 lbs. advance 75c. 


BAGS, PAPER NAIL. 


Pounds..... 16 25 
Per 1,000. *g8 00 6 50 7°50 9 00 


BALANCES, SPRING. 


POD inccdtscdcnsccivcsonces 20% 


BARS, CROW. 
Pinck or Wedge Point, per cwt.. $8 00 


| BASKETS. 

Clothes. 
Smal! Willow........ per, doz. 10 00 
Rete .cccceccs 11 50 
a) OS «(haeecwee we 13 50 


| Galvanized Steel. 4 bu. 1bu. 1§ bu | 
Per coz. ... $800 $1150 15 0G' 








No. 1 Triumph 





BEATERS. 

Carpet. Per doz. 
No. 17 Tinned S:; hI $ 1 16 
No. 18 Spring Wire 1 40 
OS a ee 110 

Egg. Per doz 
No. 50 imp. Dover $110 
No. 102 “ 1 35 
No. 150 “ 2 10 
No. 10 Heavy hotel tinned. 2 10 
No. 13 3 30 
nme 1 * 3 60 
No. 18 “ 4 50 

BELLOWS. 

EE ee 40% 

Hand. 

8 9 10 12 
Per doz. .$8 00 900 1000 1275 

Moulders’. 

12-inch... ennnee Per doz. 15 00 
BELLS. 
Call, 
3- — Nickeled Rotary Bell, 
ronzed base...... per doz. $5 00 
~,, 
NER 5 insane eedene anal 60% 
DE Giceneiuesduianaaee 35% 

Door. Per doz. 
New Departure Automatic... $7 50 
in “Cc 

-in 5 00 
3 -in. Old Gener 7 00° 

-in. Nickeled Steel Bell. 5 50 
shin Nickeled Steel Bell. 6 00 

Hand. 

Hand Bells, polished..... ee 15% 
| EERE IO 15% 
Nickel Plated........... 10% 
| SRE RRS 15 
PE Rs <dcedtuceneseswod 15% 
Miscellaneous. 


Church and School, steel alloys. ..30% 


| Farm, Ibs... 40 5 75 100 
SS ee ‘$2 25 300 400 5 50 
BEVELS, TEE 

Sreatey" s, rosewood handle, new 
bo heeresaheaseenees ete 
Stanley’ s iron handle ets 
BINDING, OILCLOTH 
| Zinced Lid aseeen eine eieiels 60 
Bh a iil ee aed 40&10% 
| Brass, eee 60&10% 
BITS. 
| Auger. 
Jenning’ s Pattern 50% 
Ford's Car and Machine 15% 
SO) 30% 
Nec eG esas amnge med eee 35% 
Russell Jenning’s 30%, 
Clark’s Expansive.. 5% 
Steer’s * Small list, $22 00. 25% 
oe * Large “ $2 25% 
Irwin i 1 orl ta tara i 58105 
Ford's Ship Auger 
_ apie seeps ee % 
Pe... vicseunnweweseeeuabuae 10% 
Countersink. 
No. 18 Wheeler’ @. 80 
No. 20 40 
American Snailhead.. 10 
Rose “- 30 
“5 aS 20 
Mahew’'s Flat...... 00 
= Snail...... 50 
Dowell, 
Russell Jennings..........0+++: 30% 
Gimlet. 
Standard Double Cut.......... 25% 
German Pattern..... per doz. $0 75 
Pi +cawkweew ae 80 
OS SES ar _80 
CRs oc cscvastanes 5% 
Countersink......... 30 
Reamer. 
enning’s Square 2 50 
tandard Square 2 oc 
American Octagon... 1/ 
| serew Driver. 
No. 7 Common...... LY 





a 














